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For every kind and type of 
Pressure Control Equip- 
ment, used in the Gas 
Industry, there is an espe- 
cially designed product 
by Reynolds. 


eads again 


@ An exclamation that Gas Control Engineers have made 

at frequent intervals during the more than forty years. of 
successful manufacture of Gas Regulators by Reynolds * 
Possibly that extra something . .. which makes for Leader- fe 
ship, is Reynolds concentration of effort in the single field 

of engineering and manufacturing of gas controls. All of the 
Reynolds accumulated skill and knowledge are at the 
disposal of the Gas Industry. 


REYNOLDS GAS REGULATOR CO., ANDERSON, INDIANA, U.S.A. 
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Bell end view of Sup: r-de Lavaud machine in action 
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The Builders of Stacey Holders for 85 Years 


To the Gas Industry 


Having served the gas industry SINCE 1851 to October, 1931 
as an independent organization, during which time it constructed 
more Gas Holders than any other builder, THE STACEY 
MANUFACTURING COMPANY is again being operated as 
an independent organization without affiliation or connection 


with any other company. 


The company is again operated by the organization, who di- 
rected its affairs for a number of years prior to 1931. The person- 
nel of its production and field construction forces is composed of 
those men who had charge of this work in the past. 


Your inquiries, as in the past, for Gas Holders either low or 
high pressure type, Purifying Boxes of welded or riveted con- 
struction, Stee! Tanks and general Steel Plate Construction are 
solicited. 


With the experienced men available the company is in an 
excellent position to perform the work necessary to place your 
present Holders in the best operating condition at a minimum cost 
and we also solicit your inquiries on this type of work. 


tHE STACEY MANUFACTURING co. 


ENGINEERS, FABRICATORS AND CONSTRUCTORS 


SHAW, W. W. BIRCH, EDwW. J 
} Secretary 


Gen. Mor. Vice President 


CINCINNATI, OHIO 


Diver ist 


FRANK 0. PANDORF, | 
harge of 


. BAECHLE, 
and Treasurer 


Engineering 
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ONG LIFE PIPE 


with gas-tight mechanical joints 









The longevity of cast iron plus a bottle-tight mechanical joint that is simplicity 
ituelt to install. A ratchet-wrench the only tool. These are features of cast iron 
olee with the stuffing-box type mechanical joint as made by members of The 
Cast Iron Pipe Research Association, The design varies but the basic principle 


is the same with all and all are bottle-tight as demonstrated in service. 





The Cast Iron Pipe Research Ass'n, Thos. F. Wolfe, Research Engineer, 309 Peoples Gas Bidg., Chicago, Il. 


AST IRON PIPE 


- METHODS OF EVALUATING BIDS NOW IN USE BY ENGINEERS 








RATE THE USEFUL LIFE OF CAST IRON PIPE AT 100 YEARS 
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The “Washington 
Plan”’ 


ELDOM has any proposal to 
revise the method of rate reg- 


ulation attracted such wide- 
spread publicity and interest as that of the electric com- 
panies operating in New York City to adopt the so- 


called “Washington Plan.” Operating under this plan 
for the past ten years, the Potomac Electric Power Com- 
pany, serving Washington, D. C., and its environs, has 
increased substantially the use of electricity for residen- 
tial and commercial purposes, has increased its dividends, 
earnings, surplus and reserves, has reduced its residential 
rates from 10c per KWH to 3.9c per KWH. Furthermore, 
and of vital importance, it has largely succeeded in keep- 
ing out of politics and rate cases. The plan has worked 
well for both company and customers. There is little 
wonder that it is of interest to utilities and regulatory 
officials. 


As explained elsewhere in this issue, the “Washington 
Plan” is merely a modernized form of the sliding scale 
method of rate regulation. Basically, it is not new. The 
sliding scale dates from the Sheffield (England) Gas 
Act of 1855, and it is the usual method of regulating gas 
rates in Great Britain today. It has been changed from 
time to time to meet new conditions, but in detail only. 
It is not an innovation, even in this country, and its 
strength and weaknesses are known. 


The sliding scale contemplates an automatic division of 
profits in excess of a certain amount between company 
and customers, the company stockholders receiving their 
share in the form of increased dividends and the cus- 
tomers obtaining their share in the form of lower rates. 
The intention is to keep the company out of rate cases, 
allow it to devote itself to constructive work, give it 
tangible incentive to operate with superior efficiency and 
secure low rates for the customers. 


In its original form the sliding scale had two serious 
defects: (1) It was not adapted to fluctuating price con- 
ditions, and (2) it virtually prevented the adoption of 
promotional rate forms. In both the “Washington Plan” 
and the modern English plan these defects have largely 
been remedied. 


Under present conditions should the ‘Washington 
Plan” or, in fact, any modern type of sliding scale be 
adopted by gas companies? We think it depends largely 
on local conditions. The success of the plan in Wash- 
ington has in our opinion been mostly due to local condi- 
tions which the company would have taken advantage of 
in any case. However, the plan does seem to keep a 
company out of politics and rate cases. With increases 
in prices probable in the future it might yield no excess 
over the basic rate of return, but the assurance of that 
is worthy of consideration. Finally it should be re- 
membered that the British theory of rate regulation is 
quite different from our own and far more conducive to 
the successful operation of the sliding scale. 


This plan deserves the prompt and thoughtful consid- 
eration of gas executives with a view to determining 
whether or not it is adapted to their particular situation. 





: ’ OME time ago Mr, Erick Lar- 
Place Neeley ' “ son, who needs no introduc- 
tion to our readers, kindly 


offered to write a series of articles on ‘“‘Gas Controls” 
for publication in the Journal; and we arranged for the 
appearance of the first installment in this issue. There- 
after we received a copy of Mr. Larson’s paper on “The 
Engineer’s Place in Today’s Picture,” read before the 
recent meeting of the Operating Division of the New 
England Gas Association. This paper appealed to us as 
being so timely and valuable that we have departed from 
our time-honored custom and, in this issue, have made 
use of two items by the same author. 

Under conditions as they have developed during the 
past few years, the gas engineer has come to be almost 
a “forgotten man.” Construction to handle increased 
business has generally not been necessary, and few com- 
panies have been willing or able to spend money for new 
developments in their plants. Thus it behooves every 
gas engineer to adjust himself to the times and find a 
place where his services are not only needed but desired. 
There is such a place in the engineering branch of new 
business development. 

We commend both Mr. Larson’s paper and his article 
to the thoughtful consideration of every gas engineer. 


——_———_- 


Bureau of IRCULAR No. 405, entitled 
C “Standards for Gas Serv- 
Circular No. 405 ice,” and published by the 
National Bureau of Standards, has recently come to our 
desk and we have given it careful study. This supersedes 
Circular No. 32 which has been known and used by gas 
companies and utility commissions for many years. 

The new circular follows the general outline of the 
old one, (1) an introduction explaining the meaning of 
service standards, (2) a detailed discussion of heating 
value, composition, pressure, purity, meter accuracy, ex- 
tension of mains and installation of service pipes, etc., 
(3) a schedule of proposed commission regulations, (4) 
a summary of various state rules for service and (5) 
various statistical data. 

The summary of commission rules and certain of the 
statistics will be welcomed by gas companies and regu- 
latory authorities. On these the Bureau has done a good 
job. With the balance of the circular, however, we can 
only express our keen disappointment. Were it not for 
the res and influence that publications and recom- 
mendations of an outstanding branch of our qereeeet- 
such as the Bureau of Standards, do and should com- 
mand, and were it not for the widespread 
and sound guidance of a majority of the recommendations 
ic. a: gebteioetsce, Clrtala® Si we shaubd-aagnik aes 
this new publication would promptly sink into a well 
deserved oblivion. Because of its background, however, 
and of its evident purpose to influence future service 
rules, we feel constrained to put ourselves on record with | 
our readers. 

We hold it as fundamental that service rules should be 
simple, practical, reasonable, easily administered, readily 
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be ideal, but 
“Own practical experience with normal, abnormally good 
and abnormally bad situations leads us to the firm con- 
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understood by customers as well as experts, in accordance 
with the law, and not more restrictive than necessary to 
insure good service, since unnecessary requirements only 
serve to increase costs of operation and lead to higher 
tates to the public. Generally and specifically Circular 
No. 405 appears to us to violate many and perhaps all of 
these principles. 

Furthermore, the Circular goes far beyond what we 
understand to be the proper scope of the agency from 
which it comes. In the words of the Bureau itself, “its 
work includes such researches as are involved in the 
establishment and maintenance of the various standards 
and units of measurement, the development of measuring 
instruments and methods of measurement, the determina- 
tion of physical constants and the properties of mate- 
rials.” No where do we find any propriety for its dealing 
With such matters as rates or property rights. Yet in this 
Circular it has entered these fields, and in our opinion has 
done a pretty mediocre job. 

We might mention specifically a few of the matters on 
which we believe the Bureau has gone far astra) 

The suggested rule for the periodic testing of meters in 
our opinion, is complicated, is based on hypothesis and 
theory rather than on practical experience with the length 
of time a meter will remain satisfactorily accurate, and 
would place an unreasonable and uneconomic burden on 
every gas company subjected to its requirements. Present 
state-wide requiren.ents of periodic meter tests may not 

i they are at least simple and workable. Our 


viction that a substantial difference exists in the time 
meters may be allowed to remain in service without test 
in different situations. We should prefer to see the time 
between periodic tests recommended by each individual 
company for its territory and approved by the commission 
after proper investigation. However, the present prac- 
tice, of a state-wide specified period between tests seems 
to us far better, as having a basis at least of fact and 
experience, than that suggested by the Bureau, based on 
general tables of meter errors and theoretical computa- 
tions which few ordinary humans are likely to understand. 


This same complex theory is carried forward into 


meter testing at the request of the customer. Sufficient 


to say that no customer would ever understand why he 
Was Or was not required to make a deposit for such a test. 
A clear cut understandable rule is essential in dealing 
with the public, and theoretical correctness, which we do 
not find in this case, may wisely be modified in many 
instances in order to make things simple and easy for the 
public to comprehend. Nor do we consider that the 
amount of the fee required, its ultimate disposition, 
except in the case of meters fast by 2% or more, or the 
length of time meters may be presumed to have been fast 
is in accord with justice or the usual established practice 
of utility commissions. These are in fact matters of 
public policy rather than standards for service. 

In the matter of heating value standards the Bureau 
seems to us to have gone far beyond its proper sphere. 
Had it merely said that modern appliances can be adjusted 
to operate satisfactorily and efficiently within the range 
of heating values normally supplied, that the standards 

not necessitate the production of more than a 
amount of condensible products, that generally 
the usefulness of gas is proportional to its heat- 
ue, that each company should therefore recom- 
mend and the commission approve the most economical 
heating value for that situation, that the variation from 
the standard should not exceed a certain per cent, and 


if 


* said no more, then we should have felt that it had done 
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well. Instead, it has gone further. In effect it has pro- 
posed the general adoption of a thermal basis of charging, 
and has discussed how rates should and should not be 
changed. Rate making or even rate study is not a 
function of the Bureau according to our rather definite 
understanding; and state commissions will hardly wel- 
come pronouncements from a government agency on a 
subject about which we believe they themselves are far 
better qualified to speak and to establish policies in accord 
with local conditions. 


Again, we might ask on what basis does the Bureau set 
itself up as an authority, on main extensions, on the own- 
ership of and reaponsibility for service pipes on the cus- 
tomers premises and on the territory covered by the fran- 
chises of a company? These are essentially questions of 
business judgment;. public policy. and law. The pro- 
visions as to main extensions are theoretical, complicated 
and might well force free extensions to customers whose 
use of gas would unquestionably be small, while at the 
same time preventing such extensions to large and profit- 
able users. Conditions and laws differ widely in different 
territories, and the fact that the Bureau has found varia- 
tions in the amount of main that will be run free, or the 
basis for doing so is no proof that commissions have 
failed to give this matter due attention. If a provision on 
extension of mains and service pipes was desired in order 
to round out its set of rules, the. Bureau would have done 
well to include that contained in the last edition of Cir- 
cular 32, viz. that: each utility should adopt proper rules 
covering these matters, such rules to be approved by the 
commission. 


To any man who is familiar with high pressure distri- 
bution the suggested general provision that the service 
pipe shall be “in no case less than the size of standard 
1%-inch iron pipe” needs no comment. 

Much as we admire the splendid scientific work of the 
Bureau of Standards, in which we specifically include 
such outstanding contributions of its Gas Section as those 
on the design of atmospheric burners and the safety of 
gas appliances, we cannot feel that in this Circular it has 
done itself justice. It seems to us that it is entirely out 
of step with the spirit of the gas industry. Good service 
and good public relations are intangible assets in which 
the industry takes the utmost pride. Even if it did not, 
the bitter competition of the present day with electricity 
and other fuels would oblige it to give good service for 
self preservation. If the Circular were really helpful in 
showing the industry how to render its service better and 
more economically, then we firmly believe no commission 
oe would be required to make its suggestions 
effective. Under present day conditions it is our opinion 
that the most effective regulation will be obtained through 
the establishment by commissions of fundamental guid- 
ing principles and then requiring each individual utility 
to establish, subject to its approval, a sufficient number 
of rules to prevent discrimination and to insure good 
service and public relations in the light of its local con- 
ditions. 


Circular 405 gives us the impression that the Bureau 
believes the gas industry should be bound down by the 
most stringent and adverse regulations, whereas in fact it 
needs today the utmost freedom to meet competition and 
expand its business. Even where past performance has 
been better than permissible limits, as in the case of total 
sulphur, the proposed requirement has been made more 
stringent. The time honored and admittedly satisfactory 
limit of 30 grains of total sulphur per 100 cubic feet of 
gas has been reduced to 20 grains merely because “the 
total quantity of sulphur in commercial-gas supplies rarely 
exceeds 20 grains of sulphur per 100 cu. ft.” 
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CHECK THE ADVANTAGES 
THAT EVENTUALLY 
MEAN MORE PROFITS! 





Vv Reliability. 

V Great tensile strength. 

vA high degree of ductility. 

Vv Adaptability for any 
type of joint. 


Vv Less interruption to 
Service, 


Vv Lower laying costs. 
v Longer lengths. 















V Tight joints and less 
joints per mile. 






Vv Various coatings avail- 
able for bad soil 
conditions. 
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OLLAR for dollar—steel mains will yield better prof- 

its for Gas Companies... This is being proved over 
and over every year as steel pipe continually demonstrates 
its fitness for the necessary requirements of safety, effi- 
ciency, and economy. 


Users have found that modern steel pipe is capable of 
withstanding severe external strains as well as those from 
within. Vibration (heavy street traffic), cave-ins, trench 
pressures, shocks, wash-outs, settling of filled ground and 
other external factors that place a heavy burden on under- 
ground lines are successfully met by the ductility and high 


tensile strength of steel pipe. 


NATIONAL Steel Pipe for gas mains is made to rigid 
specifications by the largest manufacturer of steel tubular 
products in the world. You obtain with it the benefit of 
proved manufacturing methods and experience in pipe 
problems. Check its advantages and you find they mean 
greater dollar value. Specify NATIONAL for superior 
performance. NATIONAL engineers will gladly. answer 
any further questions you may have concerning steel gas 
mains. 


NATIONAL TUBE COMPANY - Pittsburgh, Pa. 
Pacific Coast Distributors—CovumBia Steet Co., San Francisco, Calif. 
Export Distributors—Unirep States Steet Propucts Co., New York, N. Y. 


STEEL GAS MAINS | 
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ePER METER PER YEAR 


Progressive gas executives are focusing the attention of _ It is in keeping with the cooperation this company has 






Behe ei the MES, 


the industry on closer contro! of measuring cost per long extended in the interest of accurate meter records. 
meter per year and per MCF. Design, mechanical American Meter Company TINNED STEELCASE and IRONCASE 
improvements, responsible manufacture and policies of |meters—with regular or straight reading indexes— can 
meter maintenance are being weighed in terms of actual be purchased with the assurance of accurate measure- 


returns on meter dollars invested. We welcome thistrend. ment and economical performance. 
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. . also RELIANCE REGULATORS for close pressure control and positive lock-up. 


AMERICAN METER ¢ 


Meter Trade Names: : 
AMERICAN—D. McDONALD—METRIC MARYLAND PACIFIC — TUFTS 


Albany Baltimore Birmingham Boston Chicago Dalles Denver Erie Kansas City 
los Angeles Philadelphia Pittsburgh New York San Francisco Tulsa 
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The Washington Plan 


A Modified Form of Sliding 
Scale Rate Regulation 


DURING the last week of Decem- 
ber, 1934, the electric utilities 
controlled by the Consolidated Gas 
Company of New York, and operat- 
ing in New York City and Westches- 
ter County, offered to put into effect 
the “Washington Plan” of rate reg- 
ulation. The proposal thereafter re- 
ceived wide publicity, and at the 
time this is written is still being ac- 
tively considered by the utilities and 
the authorities. 

No definite proposal has yet been 
made that the “Washington Plan” 
be applied to a gas company,—at 
least none has come to our attention. 
But the basic principles of rate mak- 
ing for gas and electric utilities are 
the same; and what is applicable to 
the one class is generally applicable 
to the other also. The matter is thus 
one of substantial interest to every 
gas company executive and rate en- 
gineer. 

The “Washington Plan” is a modi- 
fication of the method of rate regu- 
lation in common use throughout 
Great Britain. In this country it is 
frequently spoken of as the “London 
Sliding Scale,” although it is by no 
means confined to London nor 
did the basic plan even originate in 
London. 

The sliding scale contemplates an 
automatic division of profits between 
the company and its customers on a 
predetermined basis. The custom- 
ers receive their share through de- 
creased rates; the company receives 
its share through increased divi- 
dends. 

Under the slidi = plan - 
generally in use in t Britain be- 
fore 1920, there was fixed for each 


By Alfred I. Phillips 
CONSULTING ENGINEER 


place a “standard price” and a 
“standard dividend.” The standard 
dividend was in many respects com- 
parable to the fair rate of return 
with which we are so familiar; and 
the standard price was the rate 
which was intended to yield enough 
to pay the standard dividend under 
reasonably efficient operation. As 
long as the standard price remained 
in effect the company was not per- 
mitted to pay more than the stand- 
ard rate of dividend. If, however, 
earnings were more than sufficient to 
pay the standard rate of dividend, 
then the company might reduce the 
price of gas and thereafter increase 
its dividend rate by a predetermined 
amount, this depending on the extent 
to which the price of gas had been 
reduced. Conversely the: price of 
gas might be increased provided the 
dividend rate was reduced, In short 
there was a definite permissible divi- 
dend rate for each price of gas, and 
the lower the price of gas the higher 
the dividend that might be paid. It 
was natural and intended that the 


companies should have adjusted the. 


price of gas so as to yield the larg- 
est returns to their stockholders. 
That meant at the same time that 
the customers were obtaining gas at 
the lowest possible price consistent 
with that rate of dividend. In ef- 
fect, the plan amounted to a divi- 
sion of profits above a given amount 
between the stockholders of the com- 
pany and the customers. 

When first put into effect in 
Great Britain it was usual for the 
customers’ share of increased profits 
through price reductions to be about 
equal to the stockholders’ share 


through increased dividends; but as 
business grew, and the ratio of in- 
vestment to sales decreased, the pro- 
portion going to the customers in- 
creased very substantially in most 
places. Nevertheless for many years 
the gas companies in Great Britain 
appeared to find the sliding scale sat- 
isfactory. It kept them pretty. well 
out of politics and rate cases. How- 
ever, the plan was particularly adapt- 
ed to stable price conditions and to 
an exceedingly simple rate structure. 
Increasing competition, broader 
fields of use and changing price lev- 
els have made that evident. In Eng- 
land changes have been made in the 
sliding scale with the particular ob- 
ject of protecting against price fluc- 
tuations in the future, and these in- 
cidentally appear to have opened the 
way for the adoption of promotional 
rate forms. 

Likewise under the “Washington 
Plan” the company has done much 
to protect itself against possible in- 
crease in costs due to changing price 
conditions, and has definitely avoided 
any standard price provision which 
might be a-hindrance in establish- 
ing promotional rates. Instead of a 
standard price and a standard divi- 
dend rate, a valuation and a rate of 
return are fixed, and reductions in 
price are definitely specified and 
made mandatory where earnings ex- 
ceed that rate. A portion of the ex- 
cess earnings are thus returned to the 
customers. 

Undoubtedly the best person to de- 
scribe the “Washington Plan” is one 
who has had direct personal contact 
with it. With the kind permission of 
“National Municipal Review” we 
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reprint a substantial part of an ar- 
ticle by William A. Roberts, Esq., 
Peoples Counsel, District of Colum- 
bia.* 

“At a recent meeting of the Amer- 
ican Society of Municipal Engineers, 
held jointly with the International 
Association of Public Works Of- 
ficials and the New York State As- 
sociation of City and Village Engi- 
neers, in Rochester, New York, there 
was presented a paper on regulatory 

i and te ots conclusion I 

iefly outlined a device for fixing 
the rates for electric current which 
has been in use in the District of Co- 
lumbia for the last ten years. The 
keen interest in this device shown 
by the experienced city engineers 
present, led to the preparation of 


““T am referring to the sliding scale 
method, so-called, of regulating the 
rates for electric current in Washing- 
ton. In pointing out the apparent 
success of this device, it is impera- 
tive that attention be directed to the 

jar conditions existing in the 
District of Columbia so that due cau- 
tion may be exercised in deciding 
upon its application elsewhere. Bear 
in mind Washington is a resi- 
dential city, with approximately 
500,000 population; that because of 
the nature of employment in govern- 
ment offices and in affiliated insti- 
tutions there is a rather high pro- 
i of apartment house resi- 
de and a compact development 
_ of individual dwellings. Beyond the 
limits of the city, in Maryland and 

Virginia, there is a more scattered 
All the op- 


Power Company, the producing util- 
ity, in Maryland within a radius of 
twenty miles of the District of Co- 
lumbia, are regulated by common 


consent of the respective authorities 
under the District of Columbia ar- 


t. 
Stated simply, this arrangement 


consists of a written agreement au- 
thorized by the public utilities act of 
the District of Columbia between the 
utility and the public utilities com- 
mission. It became effective on 
January 1, 1925, at the termination 
of protracted and expensive litiga- 
tion over rates. An agreed rate base 
was then established, and rg the 
arrangement it was provided that 
each year there should be a recon- 
ciliation and that the existing aggre- 
gate ipts from sale of current 
should be diminished for the ensuing 
year by the application of rates cal- 
to produce less return on the 

* Effective Rate tion Through Sliding 
A. » People’s 


Roberts. 
of Columbia. Nationa! Munici- 
pal » November, 1934. 
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same consumption by one-half of the 


excess above 7% per cent earned on 
the rate base agreed upon. In sub- 


sequent years the rate base was to 
be increased by the weighted aver- 
age of the net additions and better- 
ments 

“At the same time a sliding scale 
of depreciation rates was devised 
under which, regardless of all other 
factors, a depreciation reserve was 
accrued at the rate of 2.3 per cent of 
the existing rate base until 15 per 
cent reserve was reached. There- 
after the accruals would become 
progressively less until 20 per cent 
was reached in the reserve, where- 
upon all accruals for depreciation 
would terminate until the reserve 
had been depleted below 20 per cent. 
The scheme involved provision for 
the automatic increase in rates, after 
varying delays, whenever return 
dropped below 7% per cent. 

“Now let us examine the facts. 
In the early years of the post-war 
period prior to 1924, Washington 
was prosperous and growing rapidly. 
Homes and apartments were crowd- 
ed, and the official consumption of 
electricity had not descended from 
its war-time peak. The domestic 
rate for electric current was 10 
cents per k.w.h. and the average 
consumption per inhabitant was 26.3 
per month in 1924. 

“Immediately after the decree 
was signed, the maximum domestic 
and commercial rate was 7.5 cents 
per k.w.h. and a slight adjustment 
of the schedules toward a promo- 
tional rate basis was made. The 
increase in consumption started im- 
mediately and progressed with ac- 
celerated rapidity with each rate re- 
duction under the sliding scale. The 
initial rate base in the agreement 
was $32,500,000, including property 
located in nearby Maryland. By 
1933 it was approximately $60,000,- 
000, and a huge new powered fuel 
steam plant was put into production. 
A 90-mile high tension line had been 
hooked up to hydro-electric sources 
at Safe Harbor, Maryland, and pro- 
duction costs per unit were being 
hammered ever lower. 

“At no time during the entire 
period had the owners of the plant 
earned less than 10 per cent net after 
taxes and full depreciation on the 
rate base which was admittedly in 
excess of the dollar investment in the 
plant. Indeed certain accounting ad- 
justments, by no means radical, 


would in some years have increased 
the earnings to 12 or 13 per cent. 
With a conservative management it 
is no wonder the few outstanding 
shares of common stock rocketed to 
fantastic figures. The North Ameri- 


can Company, the principal stock- 
holder was well satisfied, and when 
the commission suggested that per- 
haps the first attempt at a sliding 
scale slid a littke too much toward 
the company, the order of the com- 
mission was appealed, but the re- 
duction was sustained with unim- 
portant modifications by the District 
of Columbia Supreme Court. 

“A further appeal was terminated 
by an acceptance of the new ratios 
by the company and the substitution 
in the formula of the following per- 
centages: 


(4) If the rates hereafter 
yield more than 7 per cent in 
any 12-month period, on the rate 
base for that period, determined 
as aforesaid, the excess over and 
above the said 7 per cent shall 
be used in a reduction of rates 
to be charged the public for 
electric service thereafter as fol- 
lows: 


If the amount earned is above 
seven per cent (7%) and less 
than eight per cent (8%) of 
the rate base, rates for the fol- 
lowing 12 months based upon 
the business done during the 12 
months in which such excess oc- 
curred shall be adjusted so that 
the gross receipts of the com- 
pany shall be reduced by one 
half (3%) of such excess; if 
the amount of the return is in 
excess of eight per cent (8%) 
and less than 9 per cent (9%), 
an additional amount of three- 
fourths (34) of the said excess 
above 8 per cent (8%) shall be 
used for the reduction of rates; 
if the amount earned is in ex- 
cess of nine per cent (9%) a 
further additional amount of 
five-sixths (5/6) of the excess 
above nine per cent (9%) shall 
be used in like manner for the 
reduction of rates. 


(Note.—A further revision of the 
dsasis of dividing earnings has been 
made, and is mentioned hereafter.) 

“At the present time the rate for 
domestic current is 3.9 cents per 
k.w.h. for the first 50 k.w.h., with a 
minimum bill of 75 cents per month, 
the next 50 k.w.h. costs 3.3 cents per 
unit, the next 100, 2.0 cents and 
thereafter, 1.5 cents. 

“The most commonly used com- 
mercial schedule, small stores, etc., 
run 3.8 cents for the first 100 k.w.h., 
3.4 cents for the next 150, and 2.9 
for the next 3,300 k.w.h.; all over 
3.550 k.w.h., 2.0 —_. 

“The rate for street light- 
ing is Siicaiea tiene Aieckens of 
other service and materials supplied, 














but is approximately .75 cents per 
k.w.h. The average monthly con- 
sumption per inhabitant was 67.1 
k.w.h. in 1932, and the domestic cur- 
rent sold in the same year was 67 
k.w.h. monthly per domestic custom- 
er. These averages are being exceed- 
ed materially at present. 

“No sensational appliance promo- 
tion program has been conducted. In 
fact the company recently turned 
its entire appliance business over to 
the local dealers—but that is another 
story.” 


As of February 8, 1933, the above 
plan was further modified and now 
operates as follows: Of the earnings 
in excess of 7% and up to 84%, 
fifty per cent is returned to the cus- 
tomers during the following year 
through lower rates. Of any earn- 
ings in excess of 8%4% and up to 
9%, sixty per cent is returned to the 
customers. Of any earnings in ex- 
cess of 9%, seventy-five per cent is 
returned to the customers. Thus, if 
in some year the company should be 
fortunate enough to earn 10%, i.e., 
3% in excess of the base rate of 
7%, a rate reduction calculated to 
return 1.825% to the customers dur- 
ing the following year would be 
made; and the company would in 
effect retain 1.175%. 

If during any 24 months period 
earnings shall fall below 634%, or 
during any 12 months period below 
614%, then rates are to be increased 
by an amount estimated to bring the 
return back to 7%. 

It is of interest to note that the 
Commission has not surrendered 
jurisdiction. It administers the plan 
and fixes the new rates in accord- 
ance with it after a public hearing. 

Prior to the adoption of this plan 
the rates of the Potomac Electric 
Power Company were 10c per k.w.h. 
for the first 120 kilowatt hours and 
5e per k.w.h. for the excess. 

Since the plan went into effect the 
number of customers, sales per cus- 
tomer and rates have been as fol- 
lows: 
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1926 82,884 456 $30.68 6.7c 7.0 
1927 94.181 489 29.7061 625 
1928 103,597 524 301258 59 
1929 112.229 578 299352 52 
1930 120,829 636 29.7847 47 
1931 127.878 714 207842 42 
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1932 132,733 798 30.30 3 
1933 133,467 868 31.69 3 


8 39 
yo 


It should be kept clearly in mind 
that the Washington situation is 
quite unusual, and that local condi- 
tions have probably been at least 
partly responsible for the results. It 
is therefore well to look further and 
see what has been the past history of 
the sliding scale system of rate reg- 
ulation. 

The earliest practical application 
of the sliding scale principle that we 
can find was in the Sheffield (Eng- 
land) Gas Act of 1855. Eleven years 
later, in 1866, this same company 
procured from Parliament an addi- 
tional Act which recited that the slid- 
ing scale of 1855 had worked well. 
By 1873 seven other companies had 
adopted similar provisions for the 
regulation of their rates and divi- 
dends. 

In London the adoption of the 
sliding scale was urged by the con- 
sumers’ association as early as 1858, 
but it was not until 1875 and 1876 
that the various Metropolitan Com- 
panies accepted the plan. 

By 1913 companies selling about 
75 per cent of the gas in Great Bri- 
tain operated under the sliding 
scale. 

In 1912 there were 17 sliding scale 
and 37 maximum dividend compan- 
ies which were selling between 100 
and 500 million cubic feet of gas per 
year and were operating on the same 
rate system as in 1880. Similarly 
there were 14 sliding scale and 13 
maximum dividend companies sell- 
ing over 500 million cubic feet per 
year and had been on the same rate 
system since 1880. The reduction in 
the price of gas for each group was 
as follows: 


REDUCTION IN PRICE OF GAS, 1880-1912T 


Sliding Scale Max. Dividend 
Companies Companies 
100 MM to 500 
MM per year 16.44.—34.7% 11.84.—26.1% 
Over 500 MM 
per year .... 14.0d.—33.5% 9.3d.—26.5% 


From this it may be inferred that 
the sliding scale had lent streng in- 
centive to economical operation, and 
that it had proved beneficial to both 
customers and stockholders. 

The period above referred to was 
one of relatively stable prices; but 
with the outbreak of the war the sit- 





* Lower cates for use in excess of 50 K.w.h. 
Minkoouge charge, $.75 per month, 1925-1933 in- 
clusive. 


t “The Public Regulation of Gas in 
Great Britain and Ireland,” by } a Rg Ey 
¢ Elsewhere the Act provides: “The 
unit shall be one hundred 


: 


mal units.” Thus the standard unit is one therm, 
but this word had not come into use when the 
Act was drawn. 





uation changed. Conditions beyond 
the control of the companies caused 
a rapid increase in costs. It was 
necessary to raise rates and reduce 
or eliminate dividends, The author- 
ities adopted various temporary 
measures to relieve the situation; but 
the weakness of the sliding scale un- 
der such circumstances became ap- 
parent. 

In the historic South Metropolitan 
Gas Act, 1920, under which the 
therm method of charging was first 
established by law, the sliding scale 
was also altered so as to insure a 
fair return to the company in the 
event of adverse general conditions, 
and also at the same time appears to 
have given greater freedom in the 
adoption of promotional rate forms. 
The price provisions of the Act are 
as follows: 

“The basic price of gas supplies 
under the powers of this Act shall 
be eleven pence for each standard 
unit} and that price is in this Act 
referred to as ‘the basic price.’ 

“The Company may subject to and 
in accordance with the provisions of 
this Act increase or reduce the price 
charged by them above or below the 
basic price but except as by this Act 
otherwise provided the Company 
shall not in any one year declare any 
larger dividends on the ordi 
stock of the Company than a divi- 
dend at the rate of five pounds in 
respect of every one hundred pounds 
of the said stock issued before the 
passing of this Act and for the time 
being paid up and a dividend at the 
rate of six pounds in respect of eve 
one-hundred pounds of the said st 
issued after the passing of this Act 
and for the time being paid up and 
the said rates of dividend are in this 
Act referred to as ‘the autborized 
rates.’ 

“Whereas it was expedient that the 
surplus profits of the Company 
should in the future be divided in 
the following proportions namely 
three-fourths to the consumers and 
one-fourth equally between the or- 
dinary stockholders and the employee 
co-partners of the Company the fol- 
lowing provisions shall apply (that 
is to say) :-— 


“(1) At the end of each year 
or half-year a sum shall be cal- 
culated representing the amount 
ae which the total amount pay- 
able by consumers during such 
year or half-year has been less 
than the amount which would 
have been payable if the 
had been charged for at the ba- 
sic prices and such sum so cal- 
culated shall be called ‘the con- 
(Continued on page 56) 
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Gas Pressure Controls 


Theory of Pressure Regulation, General Requirements, 


Design and Operation 


Definition and Theory 


AS controls are mechanica!, au- 
tomatic, self-contained devices 


designed to change and regulate the 


pressure or the flow of gas within 
predetermined limits. The moving 


parts are ordinarily actuated by 
either gas flow, pressure or elec- 
tricity; any one of which may be in- 
directly time controlled. 
‘ Controls for high pressure sys- 
tems usually take the form of line 
which are designed to pro- 
vide methods of balancing forces 
whereby one force is selected to be 
maifitained at an approximately uni- 
form value and is used as the actuat- 
ing medium of the regulator mech- 
either directly or indirectly. 
The idea of balanced forces is fun- 
damental in the control of gas. 

Regulators provide variable re- 
the gas flow in the gas 
—_ In high pressure regulators 

most common method of contro! 
is to have a flexible diaphragm which 
will respond to changes in the con- 
trolled pressure. Since the gas pres- 
sure on the diaph is in one di- 
rection a counter-balancing or reac- 
tionary force is provided by weights, 

ings or gas pressure. As the par- 
ticular point in space where the above 
forces will balance each other varies 
with changes in the controlled pres- 
sure or flow, the movement occurring 
during the process of balancing or 

ilizing is used as*the actuating 
force to vary the restriction placed in 
the - flow which is usually the 
valve of a line lator. 

The results produced by the use of 
automatic equipment may be dupli- 
cated by hand controlled shut off 
valves, needle valve, variable orifices 
or decreasing the pipe diameter at 
the control location. Any of these 


methods would require constant at- 
tendance on the part of an operator 
ly if there was frequent 

ion in inlet or outlet pressures 

and therefore, would be uneconom- 


By 


ERICK LARSON 
GAS ENGINEER 


ical. Mechanical controls will func- 
tion when provided with some source 
of power such as the movement of a 
diaphragm without the aid of con- 
stant physical assistance on the part 
of an operator. 

While the controls will function 
mechanically it is desirable that the 
control will be produced automatic- 
ally within practical limits so that 
operating attendance may be entirely 
eliminated, thus providing a maxi- 
mum of operating economy and 





Mr. Erick Larson, Chair- 
man of the A.G.A. Distribu- 
tion Committee, needs no in- 
troduction to our readers. 
His series of articles on High 
Pressure Distribution and 
High Pressure Storage which 
recently a ed in the 
JOURNAL, have brought 
forth much favorable com- 
ment, and we believe are an 
outstanding contribution to 
the literature on the subject. 
In a new series on Gas Con- 
trols, of which this is the 
first installment, Mr. Larson 
discusses the underlying 
theory of presure regulation, 
the types of regulators with 
the advantages of each, 
points the design which make 
for satisfactory and economi- 
cal operation, the capacities 
of regulators, and matters to 
be considered in their instal- 
lation, operation and main- 
tenance. It is a practical 
series of articles which 
should be of value to both 
the engineer and the man di- 
rectly concerned with opera- 
tion, 














maintenance, also excellent quality 
of regulation. 

Controls are self-contained in that 
they do not depend upon the opera- 
tion of other types of distribution 
apparatus for their proper function- 
ing and except for electrical controls 
do not depend upon foreign sources 
of power for their operation. The 
term control will be used as a gen- 
eral term to include all the apparatus 
required to produce automatic regu- 
lation although the several parts may 
be at widely separated locations. 
Usually all the parts are in a single 
structure or station and often in one 
single piece of apparatus. Occas- 
ionally the auxiliary equipment or 
mechanism actuating the restriction 
controlling pressure or flow may be 
a device located at some distant point 
with electrical transmission spanning 
the intervening space. 


Controls have a variety of. pur- 
poses the most common of which is 
to maintain the pressure at some 
particular location in a distribution 
system at practically a constant 
pressure or at least within de- 
sired limits in order to secure certain 
advantages resulting from the main- 
tenance of a distribution pressure 
lower than that of the source of sup- 
ply yet sufficient to provide adequate 
service. Some of the purposes, for 
reducing the distribution pressure 
under that of the source of supply 
are minimizing } ge, minimizing 
inlet pressure variations on house 
regulators and lessening the possi- 
bility of fractures or failure of gas- 
kets or joints from excessive pres- 
sures. Regulation also provides a 
more uniform pressure on station 
meters, on high pressure consumer 
meters, on high pressure burners and 
. individual beg ly a served with 

igh pressure. the regulation of 
individual distribution systems com- 
pressing economy may result from 
the use of higher ind larger varia- 
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Diagramatic view of the forces acting upon the diaphragm of a line regulator. The 


baianct 


the total pressure caused by the gas. 


tions of pressure on the transmission 
lines, than are desirable on distribut- 
ing lines. In general the advantages 
of regulation are to provide service, 
safety and economical operation. 
One of the most common reasons 
in gas distribution is to prevent the 
pressure in storage tanks or sub- 
transmission lines from exceeding a 
predetermined maximum. Another 
design prevents the flow of gas until 
the pressure on the source of supply 
or inlet side of the regulator is above 
a predetermined minimum. Practic- 
ally all regulators allow the flow of 
gas in but one direction, thus inci- 
dentally acting as a check valve. 
However, should the inlet pressure 
on direct flow regulators be below 
the lock-up pressure, the regulator 
would allow gas to flow in the re- 
verse direction unless especially de- 
signed. Compressors or boosters 
lacking devices which would limit the 
outlet pressure within safe limits 
usually have a regulator placed with 
the inlet on the high pressure side 
and the outlet on the low pressure 
side of the compressor or booster. 
Should a maximum predetermined 
pressure be exceeded on the compres- 
sor outlet the gas would be by-passed 
back into the compressor inlet. A 
similar design may be used in pre- 
venting vacuum forming on the com- 
pressor inlet side. Instead of a 
vacuum-it may be desirable to main- 
tain a certain minimum pressure on 
the compressor inlet in which case 
the regulator is set for that pressure. 
Regulators installed across compres- 
sor or booster connections are called 
by-pass or safety regulators or valves 
as their primary function is to pro- 
vide a safety feature rather than 
pressure control. In certain instances 
such as high pressure meters which 
because o page 2c Ayaan 
compressor or of insufficient capacity 
may at times be subjected to differ- 


force plus the weight of ihe solid plate and diaphragm must be equal to 


entials greater than desirable, regu- 
lators are installed which will limit 
the differential pressure across the 
apparatus to any predetermined 
amount within the limits of the regu- 
lator design. There are numerous 
other reasons for controls most of 
which have a purely local application 
and for which controls are especially 
designed by the manufacturers, 


Limits of This Discussion 


The great variety of purposes and 
designs of regulators necessitates 
limiting the following discussion to 
the practical conditions encountered 
when distributing gas at pressures 
above a pound where so-called line 
or pounds to pounds regulators are 
used and to the distribution system 
as a whole rather than individual 


15 
General Requirements 


There are many mechanical re- 
quirements for regulators, their im- 
portance depending on local condi- 
tions. Priority of discussing is 
therefore immaterial as local condi- 
tions will decide the relative impor- 
tance of each factor. 

Practically all manufacturers have 
developed about an equal quality of 
regulation on their line regulators. 
The maintenance of quality regula- 
tion under operating conditions and 
ease of duplicating the initial quality 
after readjustment and repairs va- 
ries in different makes and are there- 
fore important factors in selecting 
regulators. In some types it may be 
possible to make a complete repair in 
a comparatively short period but 
should the adjustment be unsatisfac- 
tory, readjustment would uire 
practically a complete disassembling. 
While disassembling would consume 
time this time is not a large factor 
considering the infrequency of such 
repairs whereas maintaining continu- 
ous quality of control is of conse- 
quence. 


Simplicity of Design and 
Operation 


Simplicity is desirable when it can 
be secured without being detrimen- 
tal to quality of control or safety. 
The alleged advantages of an auxil- 
iary bowl on line regulators are 
mainly derived from experience with 
low pressure district regulators and 
are usually given as a more positive 





consumers. lock up and greater sensitivity. 
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Diagramatic view of the forces acting upon an auxiliary bowl line regulator. Force 





a 


No.1 batances itself being equal in both directions. Force No. 2 is a uniform 


force caused by gas pressure on the diaphragm. Force No. 3 is the resulting force 
from No. 2 and the weight of the apparatus. Force No. 4 is the uniform gas pressure 

my ee diaphragm. Force No. 5 is the result of force No. 4 less 
against force No. 4 on the tary bowl 
ing from weights placed at No. 7. 


acting on the auxiliary 
the weight of the apparatus 
No. 6 is the balancing force re 
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. Force 













































CERT TAS 


SIERRAS Be AE ESS SE 





SaaS = maar 


Re Rete ere Sa 


_— 








16 


Many years of experience with sin- 
gle diaphragm line regulators have 
- indicated that they possess power to 
provide a positive lock up and on 
many designs have a sensitivity in 
excess of that found on auxiliary 
bowl ; 

As discussed under house gover- 
nors the dead weight method of 


ing a balance of pressures has 
pas | its popularity and provides 
simplicity. 

On the lever arm there are at least 
three points of suspension all of 
which are hinged on some designs. 
Simplification. is acquired by having 
a hinge at the point that the lever 
arm is held rigid or at the lever arm 

ing link, a point or line con- 

tact where the valve stem and lever 
arm meet and the weight hanger 
hooked into holes in the lever arm. 
When the lever arm is fixed at one 
end the movement of the point on 
the lever arm where the stem is at- 
tached will be in an arc. With the 
slight value of the stem travel the 
mge movement in an arc is prac- 
negligible particularly on 
tors having soft valve discs. 

, to overcome any possible 
harm from such movement and also 
overcome slight differences in the 
distances between the hinge at the 
fixed point and valve stem hinge re- 


sulting during manufacturing a short 
 cecsae By or arm is installed 
between the fixed point and the lever 
arm hinge at the fixed end. Such a 
link diverts from simplicity and also 
allows a freedom of movement of the 
lever arm which allows the weights 
to pull the arm until further move- 


- ment is resisted by the valve stem 


Providing as few sizes and varie- 
ties of nuts and bolts as possible on 
all parts of a line regulator requires 
the carrying of fewer parts for main- 
tenance and repair and requires 
fewer tools. Having the bolt hole 
drillings on all flanges, hand hole 
ong and other locations requiring 

ts evenly spaced so that the holes 
will match up at any location facili- 
tates repairs and also allows more 
convenient location of re weight 
hangar-than is possible with unvari- 
able setti Phis uniform spacing 
is not possible in every case such as 
where a vent, pressure or other line 


it is le to have the diaphragm 
or gasket pre-punched to as- 
sure a clear vent line and arrange 
the bolt holes so that only a single 
setting is possibl 

On all castings and where possible 
on other parts ordering of replace- 


o 


° 
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ments is facilitated by having part 
numbers clearly cast, stamped or at- 
tached. Some manufacturers justly 
claim as an advantage such designa- 
tion of every part of their regulators. 
The design of regulators has rapidly 
changed and as a result although 
many appear identical in outside di- 
mensions there may be considerable 
difference in the more important 
parts and numbering assures correct 
sizes and types of replacements. 








Reynolds Double Valve Toggle Regulator 
without auxiliary bowl for pounds to 
inches regulation. 


Adjustment of Valves 


The policy of control quality being 
superior to minimizing repair time 
is affected by the accessibility of the 
adjustment for providing and main- 
taining the proper spacing between 
the two valve discs, as inconvenience 
may lead repairmen to be satisfied 
with a quality of work that will not 
provide a satisfactory quality of 
control. For maintaining valve 
spacing adjustment a lock nut is 
usually preferable to a set screw as 
better grip may be secured for a 
wrench and the wrench may be man- 
ipulated with the hands and fingers 
clear of any part of the regulator 
whereas the use of pliers or a small 
wrench to turn a set screw is more 
inconvenient. A closer adjustment 
may be secured with a set screw, but 
for practical purposes, especially 
when soft types of valve discs are 
used, lock nuts are satisfactory. A 
lock nut is sturdier and more easily 
replaced when broken than a set 
screw. 

Some designs provide a non-ad- 
justable spacer between the two disc 
holders or valves and manufacturers 
report practically no complaints. In 
field practice, however, the reason 
for no complaints is found in repair- 
men filing the spacer or adding 
shims. With metal valves it is often 





found advantageous to provide ad- 
justability. 

The hand hole through which 
valve adjustments are made should 
be as large as the body casting will 
allow in thriee-inch and four-inch 
regulators and in larger sizes extra 
large handholes are preferable to 
those made smaller simply to im- 
prove appearances. Before a change 
of design or make has been accepted 
repairmen and inspectors should be 
consulted as to the sufficiency of the 
hand hole size. 

In addition to convenience for ad- 
justing, the location of the hand hole 
for observing the interior is impor- 
tant as the valve adjustment and 
condition of valve disc and orifice 
seat is determined by observation. 


Lubrication 


On regulators having parts which 
must be oiled or greased the means 
of accomplishing the lubrication are 
preferably external to the body of 
the regulator and of the pressure 
type. Pressure lubrication may be 
provided by an ordinary grease cup 
although this type is subject to gas 
leakage, especially when removed for 
refilling and often can not be re- 
moved without shutting off the regu- 
lator. Superior types are those 
which require some external force 
such as a grease gun to provide the 
pressure necessary to overcome the 
gas pressure and which also have a 
ball check valve in the attachment 
inserted in the regulator body to pre- 
vent gas escaping. The asicating 
attachment on the regulator is gen- 
erally provided with a cap placed in 
position between the acts of lubricat- 
ing as an added precaution against 
gas leakage. 

Pressure permitting, it is prefer- 
able to separate different pressures 
with a diaphragm and eliminate stuf- 
fing boxes or any other close fits 
which require lubrication, thus elim- 
inating any possible binding of the 
valve stem or other moving parts 
and also to eliminate the variation in 
control due to changes in the fric- 
tion of stuffing boxes. 


Flanges 


The use of through bolts rather 
than stud bolts on all flanges pro- 
vides increased space for using 
wrenches and allows making up the 
flange joint with a higher degree of 
safety against leakage. Leakage with 
stud bolts is usually due to workmen 
fearing breaking of the stud which 
would necessitate drilling and tap- 
ping. 

(Continued on page 28) 
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A Successful Dealer Cooperation Plan 
Methods Used and Results Obtained 


OR more than two and a half 

years a plan of dealer co-operation 
in the sale of appliances has been 
successfully carried out by properties 
in the Associated Gas & Electric 
System in Central New York. The 
territory is comprised of small cities 
in what the utility calls the Empire- 
New York Group. Auburn, with a 
population of 36,652, and Ithaca, 
with 20,708 inhabitants, are the larg- 
est.of the six communities stressing 
the dealer co-operative plan. Geneva, 
with 16,053 population, Cortland 
with 15,043, Newark with 7,649, and 
Penn Yan with 5,329, are the other 
cities in the group. 

During the more than 30 months 
that the co-operation plan has been 
in operation, slight changes have 
been made in the set-up, but its 
fundamentals remain the same. The 
utilities, including the Empire Gas & 
Electric Corporation, the New York 
State Electric & Gas Corporation, 
and the New York Central Electric 
Corporation, are stressing co-ordi- 
nated advertising, the allocation to 
dealers. of installation of appliances 
sold to company employes or the 
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general public ; revision of the finance 
plan so that the utility would pro- 
vide credit only on the same terms 
as that which could be offered by 
independent dealers; the elimination 
of trade-in allowances; maintenance 
of a price policy; the elimination of 
discrimination; and assisting dealer 
organizations with salesmen’s train- 
ing schools, window displays, in clos- 
ing sales, and by other methods. 

The co-operative plan was. built 
around the idea of increasing the gas 
load on the utility’s lines without ac- 
tually competing with the retailers, 
such as hardware and department 
stores and plumbers, in their profit- 
making objectives. 


Three Campaigns 


During the past year three cam- 
paigns for the sale of load-building 
gas appliances were conducted in the 
territory. They included a range 
and automatic water heater campaign 
in the spring; a gas house heating 
campaign in the late summer and 
early fall; and a gas automatic wa- 
ter heater drive in September and 
early October. All of these efforts 
were highly successful. 


All quotas set up in each commu- 
nity were based on load increase, and 
were predicated on the total poten- 
tial volume of business that it was 
thought possible to do in the district, 
considering the number of meters, 
the number of appliances of a sim- 
ilar nature already in use in the ter- 
ritory, and general business condi- 
tions. The quotas included dealer 
sales as well as utility company sales. 

Each community is supervised by 
the district manager of the entire 
group as well as the new business 
manager of that city. The new bus- 
iness manager subdivides the city 
into districts, and places a sales 
representative in each. The number 
of utility salesmen and the amount of 
territory covered depends upon sev- 
eral factors, among them the num- 
ber of dealers, the conditions within 
the territory, and the number of 
meters. There are approximately 
24,000 domestic gas consumers in 





the Empire-New York Group, and 
the territory is so divided that each 
salesman covers about 3,000 ‘meters. 
In addition, the company has 19 do- 
mestic house heating salesmen in the 
territory. 

The salesmen are compensated 
with a salary, plus a load building 
bonus which is paid on ranges, auto- 
matic water heaters, gas refrigera- 
tors, space heaters, and incinerators 
only. The compensation is reckoned 
on both utility and dealer sales in 
the territory covered by the sales- 
man. The bonus on the m.c.f. lead 
building capacity of the appliance is 
figured from the . weekly reports 
turned in by the dealers to the utility. 

It is the duty of the utility sales- 
man to canvass the territory which 
he represents. This. section of the 
city may also be covered atthe same 
time by salesmen from dealers estab- 
lishments. The utility company sales- 
man canvasses in the interests of the 
utility only where ‘the prospect. has 
not been approached by dealers” rep- 
resentatives. If the prospect for a 
range or automatic water heater 
states that she has contacted a cer- 
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a dealer salesman has ap- 
her in regard to it some 
past, it is the signal for 
n to at once notily 

f the prospect. If the 
no salesman, he will likely 
utility salesman to attempt 
close the deal for him. If he has 
in his employ, they are 
to close the sale them- 

t the utility salesman stands 
assist in any way possible. 


Ceoking Schools 


Co-operative cooking schools and 
refrigeration shows may be run off 


ef 
EE 


ut 


- during the year. Here the home 


service department of the utility is 
factor in the success of the 
The dealers display their var- 
ious makes and styles of merchan- 
dise, and the home service director 
demonstrates its use. Door prizes of 
ries are given to the person 

the lucky numbers. In the 

sale of ranges and refrigerators in 
particular the prospect may express a 


_ preference to a certain make, and 


the immediately turns over the 
mame of the prospect to the dealer 


who handles that line. A member of 
the staff home service follows up 
each installation of an appliance in 
the home, checking up to make sure 
that it is acc installed. She 
shows the housewife how to bake in 
the oven, and how to make frozen 
desserts in the refrigerator. She 

make a satisfied customer. The 
utility invites dealers to display their 






merchandise on the sales floor of the 
office, where the customers who come 
in to pay their gas and electric bills 
may view it. Prospects received 
from the floor are turned over to 


the dealer. 


Dealers Agreement 


Under the dealer co-operative plan 
the dealers agree (1) to merchandise 
load building appliances, and to stress 
their attention upon these items; (2) 
to advertise load building items, co- 
ordinating their advertising with that 
of the utility. The utility spends 
about $25,000 in promotional adver- 
tising during a year in the territory 
served. The advertisements do not 
stress the name of the appliance or 
its price, but rather the utility and 
convenience of the merchandise of- 
fered. The phrase, “Ask us or see 
your dealer,” is used on all adver- 
tising. Progressive dealers see the 
advantage of tieing in their adver- 
tising with that of the utility on the 
same day and page of the newspaper. 
(3) To handle only approved appli- 
ances as to quality and design, such 
as those approved by the Good 
Housekeeping, American Gas Asso- 
ciation, and Modern Priscilla kitch- 
ens. (4) To maintain adequate serv- 
icing facilities and to render efficient 
service on all appliances which they 
sell. (5) To report all sales and 
installations of load building items to 
the Company. (6) To attend all 
meetings in connection with this 
plan. (7) to put salesmen in the 
field for their organization where 
this is possible. (8) To hold them- 
selves responsible for the attendance 
of these salesmen at regular meetings 
conducted by the new business man- 
ager of the district. (9) To cooper- 
ate in window displays, direct mail 
promotion, etc., of appliances. (10) 
To send representatives to merchan- 
dising schools when this is possible. 
(11) To cooperate in spirit and ac- 
tion to make the plan successful. 

The Empire-New York Group has 
a new business manager at Geneva, 
N. Y., who supervises the operation 
of the plan in the entire territory. 
Each community has its new business 
manager, and his responsibilities are : 
(1) To divide the district into terri- 
tories. (2) To set quotas for these 
territories. (3) To supervise the ac- 
tivities of the sales supervisors in 
the district. 
meetings of the dealers in the dis- 
trict to discuss campaigns, ways of 
improving the plan, methods of ob- 
taining sales, reports, and other 
things pertinent to the success of 
the plan. (5) To keep dealers in- 
formed of campaigns, special activi- 
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(4) To arrange regular | 


ties, advertising schedules, meetings, 
changes in policy, results of sales ef- 
forts, and other pertinent facts. (6) 
To promote co-ordinated advertising, 
window and floor displays of load 
building appliances, greater sales for 
ali outlets, and to coordinate the ac- 
tivities of all outlets in the territory. 
(7) To maintain regular contact with 
all dealers in the territory in order 
to facilitate cooperation. (8) To 
plan campaigns, market analyses, and 
other activities which promote sales 
of appliances. (9) To conduct reg- 
ular meetings of salesmen (dealer 
and utility) in order to make them 
more cient. (10) To conduct 
schools from time to time of an edu- - 
cational nature in order to instruct 
salesmen about their appliances, how 
to sell, and other similar subjects. 
(11) To merchandise extensively 
through all outlets, continually 


seeking greater sales of load building 
appliances through aggressive effort. 
(12) To maintain reports, consoli- 
dating them in such a way as to pre- 
sent the results of this cooperative 
merchandising program: (13) To 
assist dealers to make necessary 



























finance connections. (14) To super- 
vise the dealer prospect file and to 
route installation and service work 
in an equitable manner. (15) To 
plan home service work and see that 
it functions properly. (16) To lend 
every effort to co-operation with 
dealer organizations. 

Dealers are asked to file all pros- 
pects upon which they desire protec- 
tion in the dealer prospect file which 
is maintained in the utility office. 
This filing protects the dealer on all 
prospects listed which are sold by 
the utility salesmen. Prospects in 
the file will be protected for dealers 
listing them over a period of 30 days. 
This protects the dealer from the 
utility company’s salesmen selling 
the prospect for another dealer dur- 
ing the 30-day period. Prospect 
cards will be supplied dealers at all 
times. Dealers fill out the report of 
merchandise sold weekly in order to 
cull the prospect file’ continually to 
keep it up to date. 

The dealer does not necessarily 
have to file a prospect card in order 
to be protected on the sale. If the 
utility company’s salesman contacts 
a prospect, and that prospect says he 
has been contacted by a dealer, or 
wishes the particular brand of mer- 
chandise sold by a certain dealer, that 
dealer is immediately contacted. 

The new business managers report 
that the dealers with a sales staff are 
the ones who are getting the most 
out of the utility-dealer co-operative 
plan. The utility recommends that 
each retailer have a field organiza- 
tion for this is the best way to assure 
him that he will obtain his share of 
the business. 


No Trade-in 


The utility and the dealer have 
adopted a policy of no-trade-in al- 
lowances. The dealers finance their 
own sales, the utility maintaining 
finance charges that are comparable 
to those of the finance companies. 
To help maintain a closer contact 
between the utility, the dealer, 
the jobber, and the manufacturer, 
the utility circulates a periodic 
bulletin to all dealers, etc., con- 
veying information about appli- 
ances, new selling ideas, campaign 
plans, advertising, promotion, and 
subjects pertinent to the successful 
conduct of this cooperative program. 

This writer has called on dealers 
in two of the six communities in the 
territory served by the Empire-New 
York group of utilities, and among 
the aggressive merchandisers partic- 
ularly he found the heartiest good 
will and appreciation for the co-op- 
erative plan of the utility. The back- 
ward retailers and plumbers were not 


February, 1935—American Gas Journal 


~ _ ial ; 
DISHES DRY 
THEMSELVES 
with piping hot water 
A\ 1Hor0ush sedsing with 
hot soepy water to remove the grease film, then o 
aprey of piping hot weter to rinse the suds owey — 


thet's the whole secret of thet gleaming chine thet 
marks households enjoying automatic hot weter. 


No scouring ne streaky rubbing with « moist 
towel — none of the old leshoned inconvenience 
commected with domg the dishes 


Ever-present hot weter is « necessity in this dey 
end oge, and, of cours, « ges storage heated =f} 
water hester is best becouse . . . 


GAS IS 
BETTER-QUICKER- CHEAPER 
* 

Associated Gas & Electric 1," Se See" 
@ System ANY DEALER'S 

LOCAL COMPANY NAME 


GOSPre 


in a position to reap as much advan- 
tage from the cooperative plan as 
those merchandisers who employed 
salesmen and tied in with the utility 
in advertising and other pro- 
motional work. The merchandisers 
all agreed that they had been bene- 
fitted by the plan. The only criticism 
that was heard was given by one 
dealer who complained that the util- 
ity sold appliances to its employes 
on a cost plus 10 per cent basis. Sales 
to employes declined greatly in 1934 
over the preceding year, the com- 
pany’s statistics show, because they 
had nearly reached the saturation 
point in regard to some of the appli- 
ances. In 1934 there were 98 gas 
ranges sold to employes in the six 
communities, compared with 161 the 
year before. 


Results 


During 1934 merchandise sales by 
the dealers and the utility—the latter 
being negligible—amounted to 1427 
ranges, 44 refrigerators, 344 auto- 
matic water heaters, 199 tank heat- 
ers, 60 portable space heaters, and 
689 gas burning furnaces for homes. 
Of the 689 installations, the dealer 
took part in 373 installations, either 
selling the furnaces outright or acting 
as the utility’s agent when the fur- 
naces were leased. In such a case 
the dealer was paid a bonus, and he 
was given the business of installing 
the unit in the home. In addition, 
there were 96 commercial installa- 
tions, of which 49 were made by the 
dealers. The percentage of sales of 
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gas burning furnaces by the utility 
was higher because of its large and 
efficient sales force, and in some 
cases it. was practically a pioneer in 
house-to-house canvassing. 

Some idea of the aggressiveness 
of the merchandising activities in gas 
house and commercial heating may 
be gained by the fact that previous 
to that time there were only 362 gas 
house heating jobs and 46 commer- 
cial jobs in use in the territory. In 
one year these figures had been in- 
creased to 1,051 and 142, respec- 
tively. 

Considering the ranges, refrigera- 
tors, automatic water heaters, tank 
heaters, and portable space heaters 
alone, the utility considers that it 
added 32,140 mcf to its lines by 
their sale by the dealers during the 
year. This, it is estimated, will add 
$10,136 in annual revenue to the 
company. 

The company’s executives believe 
that the house heating units sold. in 
the territory will add 183,610 m.c.f. 
to the gas load, and bring in $136,375 
to the annual revenue. The added 
gas load and revenue on the com- 
mercial sales is hard to estimate, be- 
cause of the variance in the rates 
and the amount of gas used. 

One factor that has contributed to 
the success of the dealer cooperative 
plan is that the salesmen have no in- 
ducement in the way of financial re- 
turn for making the sale for the 
utility. That is, with their compen- 
sation depending only on the amount 
of load building appliances sold in 
the territory, they are just as glad 
to give the plumber, or hardware or 
department store merchant the credit 
for the sale as the utility. This tends 
to eliminate bickering and unpleasant 
relations, The number of utility 
sales is declining rapidly from year 
to year as the dealers build up a more 
powerful sales organization through 
the co-operative plan. 





Better Shop Heating 


What is probably the lar single 
gas-fired unit heater i ion on 
the basis of heating capacity ever 
made is in the three shops of the 
Pittsburgh Railways Company, Pitts- 
burgh, Pa., the machine shop, the 
ca ter shop and the warehouse. 

The annual cost with the old coal- 
fired system was about $6500 with 
coal at $1.25 per ton. The new sys- 
tem functioned perfectly last season 
in spite of the cold weather and the 
cost of gas was only $5,296. Ina 
normal season the total gas cost will 

ly not exceed $4,800.—AGA 
ndustrial Gas News. 
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FORMATION OF WATER-GAS 
AND BEHAVIOR OF BROWN 
BITUMINOUS COAL 
AND SEMI-COKES IN 

[ATER GAS PRODUCTION 


Previous investigations of the re- 
actions involved in water gas produc- 
tion are briefly reviewed. The rate 
of decomposition of steam when 

over coke or semi-coke at 

1200° has been studied in the 
laboratory. The steam diluted with 
was passed through a 

column of the coke contained in an 
heated silica or porcelain 

tube the issuing gases were 
ed. The cokes were produced 

in a laboratory scale retort and al- 
lowed to cool in nitrogen. The reac- 
tion with steam was effected in each 
case at 10° below the cepenising 
yeaa With bituminous coa 
the amounts of steam decom- 

and of carbon monoxide pro- 

were considerably less than 
= values calculated from known 
=. at the same temperature ; 
were also less _ — co 
resending values obtain wit 
charcoal. Its reactivity ~ 
one with rising temperature o 
carbonization. With the brown coal 
cokes and semi-cokes also the gasi- 
ibria were not reached 
under the experimental conditions 
ene ‘The percentage of steam de- 





‘composition increased with rising re- 


ture, with decreasing 
ay saturation of the pe and 
ast ont velocity e re- 

oe saaebcobes i increased with 

no Ae mar of carbonization 
‘to 700° and co prenag fell panin. 
percentage of steam decompose 
increases with time of contact, at 
first more or less rapidly and then 
more slowly, without, however, at- 


lad 


Hie 


y «0k of the results with 
those of others shows that the reac- 
tivity of the materials towards steam 
increased in the order—graphite, 
soot, coke and semi-coke from bitu- 


minous coals; wood charcoal, semi- 


and coke from brown coals. 
equilibrium (CO-+-- 


HOnCO. H) was established 
the experiments with wood char- 


coal and bituminous coal coke at 
temperature above 600°. This equi- 
librium was also reached at 600° in 
an empty porcelain tube, but only 
with a somewhat long contact time. 
Boudouard’s equilibrium (C+-CO,- 
$2CO) was not reached in. the 
gasification experiments. Repre- 
sentation of the results on Ost- 
wald’s gasification triangle showed 
the average of the Parr unit coal 
values of the fractions used. Atten- 
tion is, however, directed to the pus- 
sibility of the light coal having a 
characteristically different C from 


that of the rest of the coal due to’ 


segregation therein of certain of the 
pure coal components. Extrapola- 
tion to zero C gives the correct min- 
eral matter content only when the 
heat of transformation of mineral 
matter into ash is negligible. 

Results obtained with mixtures of 
low ash coal with pyrites, calcite or 


gypsum show that to obtain the cor- 


rect value the intercept of the curve 
with the ordinate representing C of 
the mineral matter must be taken. 

The pure coal C obtained by the 
graphical method will include a cor- 
rect value for C of the original sul- 
fur provided that the ratio of original 
sulfur to pure coal remains constant 
with change in ash content of the 
fractions. The graphical method 
provides no advantage over the Parr 
unit coal formula for the calculation 
of pure coal C, 


G. Thiessen and F. H. Reed, Fuel, v. 13, 
pp. 167-175, 208-217 (1934) 


GRAPHICAL METHOD OF CAL- 
CULATING PURE COAL 
CALORIFIC VALUE 


Pure coal is considered to be or- 
ganic combustible matter, assumed 
to remain constant in average com- 
position for a given seam over a de- 
limited area, as the proportion of ash 
associated with it changes. The 
curves connecting calorific value (C) 
with ash content for fraction of a 
coal sample separated, by float meth- 
ods, on a d basis have been studied 
for a number of Illinois coals. They 
were essentially linear except for 
values of ash content greater than 
40 percent. 

Extrapolation to zero ash gave 
pure coal C corresponding closely to 


American Gas Journal—February, 1935 


that the action of steam on bitumi- 
nous coke and on charcoal pro- 
ceeded without disturbing side re- 
actions, but that such side reac- 
tions, the true nature of which, 
however was not clear, occurred 
with semi-cokes. 

The “heat of wetting” of the cokes 
was determined to obtain a measure 
of their surface activity. The 
changes in the coke substance with 
rising carbonizing temperature were 
shown to parallel changes in the heat 
of wetting, but a definite correlation 
between surface activity so deter- 
mined and reactivity towards steam 
was not possible. e reactions en- 
volved in the gasification of the sul- 
fur in semi-cokes are discussed. A 
general discussion of the course of 
the gasification reactions leads to the 
conclusion that the primary reaction 
between coke and steam proceeds to 
a considerable extent, if not entirely, 
in accordance with the equation 
C+H,0CO-+- Ha, this is follow- 
ed by the various secondary re- 
actions mentioned above. 

E. Terres, G. Patscheke vom Hofmann, 
S. Kovac’s and O. Lohr. u. Wasser- 


fach 77, 585-7, 628-36, 650-4, 666-9, 681-4, 
703-6 (1934). 


ACTION OF SOLVENTS ON 
COAL 


A study has been made of the 
benzene pressure extraction of Eden- 
born coal from the Pittsburg seam. 
Applications and methods are de- 
scribed for the pressure Soxhlet 
treatment of the coal, the determina- 
tion of yields of soluble products, 
and their chemical separations. 

Reduction in particle size of the 
coal increases the yield of products. 
Increased yields result also from 
heating the coal in presence of high 
pressures of benzene vapors up to 
450° C, when combined with extrac- 
tion at 260° C. The products result- 
ing from laced extraction at 260° 
C are largely neutral, with less than 
3% acidic, basic and ’ phenolic mate- 
rials present. Combined extraction 
and high t heating result 
in increases in phenolic and basic 
materials, into increasing heating 
temperature and neutral 
ether-insoluble bodies indicating the 

ssible formation of phenolic and 

asic materials from ether insolu- 
bles with benzene, under the most 
favorable conditions. Slightly less 
than 30% by weight of the coal 
has been made soluble. The curves 
of yield of soluble products vs. 
inverse time of extraction indicate 
that complete dissolution of the 
coal would be impossible under 
the conditions. 


R. S. Asbury. Ind. Eng. Chem. 2, 
1301-6 Dec. (1934). 
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Automatic steam pressure and combustion 
control (draft compensating type). Gas 
fired boilers at University of Mississippi. 


New Precision Combustion Control 


FIRING steam boilers with gas 
fuel with burners so controlled 
that there is little or no variation in 
steam pressure rendering the instal- 
lation entirely automatic and elimin- 
ating the need for human supervision 
is now an old story. Boilers thus 
equipped are widely used throughout 
America. Many types of burners 
and controls with varying efficiencies 
are employed. Generally speaking, 
the control consists of a device, 
which, when actuated by the rise and 
fall in steam pressure, will in turn 
act to increase or decrease the flow 
of gas fuel to the burners below the 
boiler. A device for Correctly pro- 
portioning the air and gas for effi- 
cient combustion is also supposed to 
be actuated by the same control but 
is more or less efficient as the case 
may be. 

An entirely new principle in steam 
pressure and gas-air proportioning 
control reverses the action of pres- 
ent methods in that it is operated by 
a damper and by the fluctuations in 
draft velocities. This control was in- 
stalled with the gas burners which 
were recently placed under the steam 
boilers at the Mississippi State Col- 
lege at Starkville, Miss. The power 
plant consists of a 400 hp. Sterling 
and a 300 hp. Heine while four 250 
Sterling boilers are held in reserve 
as a standby unit. The 400 hp. boiler 
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was equipped with 3 gas burners and 
the 300 hp. unit with 2 burners, all 
5 being served from the same gas 
supply line. Formerly the boilers 
were fired with coal using mechani- 
cal stokers and the settings were 
unchanged, when the gas burners 
were installed, but the Dutch Oven 
was removed from the Heine. They 
are operated at 150 lbs. steam pres- 
sure. 

The new installation consists of 
multiport tile block type gas burners 
with louvre shutters on the grid type 
openings for the primary air for com- 
bustion. The attached control is the 
only one that will maintain a con- 
stant and predetermined CO, for any 
rating of the boiler or throughout 
all fluctuations in firing, draft and 
gas pressure. Most boilers will drop 
in efficiency with a drop in load as 
indicated by a lower COg. In other 
words, the turndown is not sufficient 
to meet the minimum firing require- 
ments when minimum loading is in 
effect, thereby burning more gas than 
is necessary. 

For instance, take an atmospheric 
type burner, a throttling valve in the 
gas supply line and louvre type shut- 
ters in the air supply opening. When 
the boiler is operated at partial load 
the gas flow is correspondingly re- 
duced and at the same time the 
louvres are partially closed. This 


partial closing of the louvres reduces 
the volume of air flow but also in- 
creases its velocity which upsets the 
atmospheric conditions within the 
furnace as indicated by a drop in the 
COz content denoting a higher gas 
consumption than should be neces- 
sary. The unique feature of the new 
control is that combustion takes place 
practically with a maximum CO, 
under all conditions of boiler rating 
and firing and these ratings can be 
controlled by setting the stack dam- 
per and with no change in the louvre 
setting. 

The steam pressure is maintained 
constant by its pressure on an ele- 
ment responsive to changes of pres- 
sure and controlling the damper 
mechanism which is attached to the 
stack damper. As the stack damper 
opens and closes it changes the draft 
in the firebox but at the same time 
it proportionately changes the 
amount of primary air drawn in 
around the gas burners. In other 
words, there is a unique gas-air 
proportioning device that automati- 
cally balances itself to maintain this 
ratio whenever there is a change in 
the gas pressure, the air ure or 
in the boiler rating. is control 
has a diaphragm operated gas valve 
which is controlled from the propor- 
tioning device. The p ior 
device is located between the dia- 
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phragin gas valve and the burner and 
consists of a small rotatable shaft, an 
arm and vane at each end, at right 
angles to it and extending in oppo- 
site directions to each other. The 
lower vane extends down into an 
open mouthed box bolted to the bur- 
ner and forming a short tunnel 
through which the primary air is 
drawn for combustion. The other 
vane extends up into the gas supply 
line directly in the path of the gas 


When the steam pressure control 
calls for more steam Os eorece 
tarts opening, increasing the flow of 
air through the burner and air orifice, 
: causing the air vane to move 

forward. This forward movement 
gas bleeder line to the lower 
side of the diaphragm, building up 
— and forcing open the 
ve in the gas supply line. 
=. continues to open 

a Gett the Sow of gas past the gas 
vane is strong enough to cause the 

por of device to go into the balanced 
position where the valve will remain 
until another change is called for. 
The reverse action will take place 
when the steam pressure control calls 

- for less steam, which will move the 
vanes in the opposite direction re- 
pe the first bleeder and closing 
the second to the upper side of the 


i 


In case of a sudden increase in 
draft se to outside conditions, the 
air vane will be pulled one way or 
the other until a balance is again at- 

 taimed and vice versa. If the balance 
is upset due to changes in gas pres- 
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Typical installation of precision combustion control (draft compensating type). 
Gas operated gas valves—electric damper motor. 


sure in the gas supply line the gas 
vane will cause the mechanism to 
move into the neutral position to 
overcome the change. 

This control can be used with an 
electrically operated gas valve and an 
electrically operated damper mech- 
anism working through mercury 
type relays which eliminates contact 
trouble. Or it can be used, as de- 
scribed, with gas operated gas valves 
with a hydraulically operated mech- 
anism. In either case such devices 
as low water cut off, safety pilots, 
etc., may be used to give full protec- 
tion in case of gas or power failure. 
The damper mechanism has a lift of 
100 Ibs., which is sufficient to oper- 
ate the dampers for several boilers. 























Arrangement of gas operated valve and gas operated proportioning device used 
with the precision combustion control system; draft compensating type. 






Varnish With Precision Heating 


Cooking varnish is a tricky under- 
taking for if the heat runs too high 
it bursts into flames while on the 
other hand, too little heat will ruin 
the entire batch. Heat or tempera- 
ture control has been effected at the 
new plant of the Premier Oil & 
Lead Works, Los Angeles, Cali- 
fornia, with the use of gas fuel. 

Most of the varnishes are built 
up from a chinawood oil base, and 
cooking is first in the process. In the 
cooking, a rapid high temperature is 
vitally necessary, as the chinawood 
oil is treacherous in heating and a 
varying heat might result in c 
tion of the entire batch. In the first 
cooking, the batch is run up to a tem- 
perature of between 550 deg. and 575 
deg. F. The balance of oils and 
resins are added, and again heated 
to the same temperature. . 

Economy in Volume Cooking 

Unusually low over-all cost of 
cooking is the outstanding feature 
installation at the New 
York State T. School for 
Girls, at Hudson, N 

From accurate figures on gas con- 
sumption, it has been found that this 
institution is able to prepare meals 
three times daily fof approximately 
six hundred people, at an a = 
5.6 cu ft. per person, per meal. 
the survey on this installation ios 
first made the figure of 7 cu. ft. per 
person, per meal was taken; but 
careful instruction on the use of the 
gas equipment, regular inspection 
and adjustment of burners, etc., have 
gradually reduced the average fuel 
consumption to the lower figure. 

—A.G.A. Industrial Gas News 
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The Engineer’s Place In Today’s 


NGINEERING has been defined 

as the application of science and 
so extends from the infinite to the 
infinitesimal. No wonder the engi- 
neer has been called the “missing 
man” for in such a maze of knowl- 
edge an individual is but a speck in 
2 universe. However, as a group 
engineers are one of the most im- 
portant factors in present day 
civilization. 

The conscientious efforts and 
group idealism of engineers has kept 
them in a peculiar and unrecognized 
position in the social scale, they seem- 
ing to derive an intense satisfaction 
from tasks well accomplished to 
which public acclaim adds but little. 
The retention of conscience but ex- 
posure to the limelight of public ac- 
claim will still further broaden the 
engineering powers of accomplish- 
ment by an increased public confi- 
dence in engineering ability. Too 
often the engineer remains the scien- 
tist, turning with difficulty to appli- 
cation. Engineering training par- 
ticularly fits a man to play a promi- 
nent part in readjustment periods. 


Vision Needed 


Vision is a fundamental necessity 
of engineering. Without it no man 
could successfully acquire a complete 
engineering education, for conception 
of the variety and magnitude of 
theories depends on vision. 

Logic is a natural result of famili- 
arity with the clearly conceived 
though complicated plans which sci- 
ence has recorded as the workings of 
nature. Logic is but clear, thought- 
ful, methodical analysis of a problem. 

Adaptability is pointedly empha- 
sized to the engineering student who 
contemplates in the least the forces 
of nature he studies. 

Exactness and correctness are 
necessities in mathematics and a fun- 
damental reason for the class con- 
sciousness of engineers. Many other 
requisites of an engineer could be 
listed but these are the most impor- 
tant. 
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Such cataloging of engineering 
qualifications still deals with the 
theory of science which has yet to 
be applied. Engineering is a source 
of facts, imagination and resources 
that needs only an outlet. What an 
outlet the utility industry of today 
provides, but incentive must be 
added ! 

We hear moans, groans and 
grumbling from those living in a re- 
flected glory. Many eyes are focused 
on a fast fading past! Men who 
glued their eyes to financial state- 
ments and concentrated their pur- 
poses on accumulating worldly goods 
are being forced to view the law of 
averages and realize that confidence 
placed in men is of far more value 
than temporary elusive profits. Prof- 
its, and excellent profits, are neces- 
sary but are the results of man’s 
efforts not the means by which man 
is employed. 


Load Building 


A study of the manufacturers sup- 
plying the needs of our industry fur- 
nishes examples of the possibilities 
that exist in readjustment periods. 
We feel we are different, non-com- 
petitive,—in a class by ourselves. We 
are not in a class by ourselves. The 
tremendous impetus given the gas 
industry by the adaptation of the 
electric light to all types of illumina- 
tion was an example of what compe- 
tition may do for us. History is but 
repeating itself. The identical cries 
of that but short yesterday are again 
raised. How can we cry rates can 
not be lowered and yet compare only 
thirty years ago and today? How 
can we fail to see the marvelous 
opportunities for adding loads when 
viewing the tremendous scope of gas 
utilization? Inventive genius has 
given us efficient means for adapting 
our fuel to all known heating fields. 
We rightfully and actively promote 
ranges, water heaters, refrigerators 
and house heating. But how about 
the thousand other common uses. 
There is a field in which the engineer 
may bask in the limelight. Only an 
engineering training would provide 





the faculties necessary for immediate 
recognition of such a maze of poten- 
tial uses, furnish the necessary 
knowledge to provide for application 
and convince possible consumers. 
There is a wide difference between 
a merchandiser and a heat salesman. 
The former has certain specialties on 
which his attention is focused but 
within the gas industry we have a 
group of engineers whose potentiali- 
ties for selling are beyond conception. 
They need not be full time sales- 
men nor altogether direct salesmen, 
but by using the personnel at their 
command together with their own 
efforts, successful results are inevit- 
able. We must acquire every t 

of potential load and in our technical 
departments have the means of ac- 
quiring that load. 

This may lead to the question of 
adaptability of engineers as salesmen. 
Referring back to his qualifications 
there is a natural desire on the part 
of an engineer to keenly analyze sit- 
vations. Rather than a hasty off- 
hand decision there is a real stud 
of the possibilities in each field. 
Should results not be immediately 
forthcoming, enthusiasm does not 
wane, but further study soon deter- 
mines the reasons and a helpful guid- 
ing hand extended rather than criti- 
cism of sales ability. The engineeri 
tendency to extend keen thought wit 
its attendant enthusiasm over a long 
period apparently is a unique char- 
acteristic of engineers. Merchandis- 
ers need continuous and recurring 
means of stirring enthusiasm whereas 
an engineer much more frequently 
averages his feelings over a whole 
problem and realizes when practical 
limits of efforts have been reached. 
Continuity of sales efforts rather 
than spasmodic campaigns have and 
will produce results. 

A recent study of merchandising 
methods brought many fortunate 
contacts with sales executives, a sur- 
prising number of whom are engi- 
neers. 

Attention should not be diverted 
entirely to sales although in that field 
the engineer is rapidly assuming 
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leadership. It is surprising although 
logical to find how many of the suc- 
cessful sales executives of today are 


rs. 

The technical field opens more op- 
portunities than ever. Manufacture, 
transmission, distribution and utili- 
zation must be adapted to the chang- 
img economic demands. Convenient 
and profitable utilization places added 
demands on every other phase of the 

There is a school of 


will be discontinued while social sci- 
ence modernizes itself. The reason 


as the millions outside. 
you be willing to revert to 
inconveniences of twenty-five 
ago? We can not stand still, 
therefore, we or our children 
more and more conven- 


iences, the fulfillment of which de- 
primarily on the creative 

genius of man. Admit- 

that we still retain an ancient 
standard which demands the 


conveniences of today, what would 
with advancement in the 


aan 


HUH 


_ knowledge of human relationship? 


* 


The rapid advance in complaints 
due to the serenter use of low. con- 


sumption | burners, and automatic 
features is an attractive field, first 
for of minimizing com- 


plaints, and eventually through real 


and effort, the elimination of 


ent 


A single study has led a con- 
= into the field between the 
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infinitesimal and creation itself, with 
the result that they return a learned 
engineer and scientist to the schools 
of pure science for further research. 
That surely is progress and indicates 
the need for engineers, 


Transmission and Distribution 


Methods 


Methods of transmission and dis- 
tribution must be revised. Streets 
are required for more and more pur- 
poses. Large sized mains with low 
pressure transmission are rapidly be- 
ing displaced. If pressure can 
satisfactoril y be handled in transmis- 
sion, why not in distribution mains? 
Without advocating any particular 
methods of distribution, the engineer 
should on all occasions free his mind 
of the stereotyped ancient arguments 
for any one particular method and 
meet the insistent demand for change. 
Meter measurement is dusty with old 
age and a fertile field for engineers. 
The method of billing our consumers 
is a detriment to increased use. 

Pressure regulation is in its in- 
fancy. Far sighted engineers are 
already predicting that all appliances 
require and eventually will be indi- 
vidually controlled. Laboratory stud- 
ies have already indicated such a 
necessity. Such a step would be no 
small item in the employment of the 
at present unproductive labor. Dis- 
tribution practice would be materially 
affected as both higher and more 
variable pressures could be used. Any 
one change may affect all phases and 
the engineers must foresee and plan 
against abrupt changes. 

In his technical endeavors the 
engineer must have personnel, neces- 
sitating organization. Organization 


—eensitincnidlpeniipatniai 


and education are inter-woven. Here 
is a field of endeavor which can pro- 
duce tangible results in short periods 
of time. Our contacts with men will 
always be interesting, for while the 
laws of science are exact and only 
change because of our lack of real 
knowledge, man is ever changeable, 
no two exactly alike, because fortu- 
nately or otherwise when created 
each was given the right to “choose 
of himself.” The seeking out and 
minimizing of the flaws in organiza- 
tion is, therefore, perpetual but 
fascinating. Success results from 
as large an number of intimate con- 
tacts as possible. The engineer has 
a background of knowledge that nat- 
urally produces confidence. Confi- 
dence to be effective must be mutual. 
Between mutual confidence and a 
strong morale there is but sound 
executive judgment and _ interest. 
Under present apparently unsettled 
conditions a wonderful opportunity 
is presented to build a morale which 
will be reflected even in profit state- 
ments. 

But can all this enthusiastic flow 
of words be put to practical applica- 
tion? Absolutely. Plenty of concrete 
examples can be cited within as well 
as without our industry. If an exec- 
utive remains skeptical there are but 
two choices which time will make 
eventual, change in the type of such 
executive which allows present and 
unsatisfactory results to temporarily 
continue or to place confidence in 
one or more having vision and ability 
and invest them with complete au- 
thority. A study of qualifications 
indicates that the engineer far from 
being the “missing man” may be- 
tween loss and profit be the “missing 
link.” 


_ Standards for Gas Service’ 
A Summary of National Bureau of Standards Circular 405 


pat approximately two-thirds 


of the time since it was first 


commercially distributed, gas was 
used almost exclusively for the pur- 


of illumination with open-fiame 

Prmes only the earlier speci- 

were based on the 

property cide wast cunt | it useful, which 
was the brilliance or “candlepower” 


® Publication approved by the Director 
of the National Bureau of Standards, De- 


partment of Commerce, Washington. 
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of its open flame. In order to make 
the measurement of candlepower sig- 
nificant, it was necessary to specify 
exactly the conditions under which 
the measurement was made, includ- 
ing the burner, and the rate and pres- 
sure at which the gas was burned. 
The same volume of the same gas 
burned with burners which were not 
substantially identical did not give 
the same amount of light. The same 
gas burned at different rates with 
the same burner did not give amounts 
of light bearing any simple relation 





to the amount of gas burned. It was 
impossible to compute the candle- 
power of a mixture of gases from 
the candlepower of the pmenents. 
Because of this entire lack of 

nized quantitative relationships, the 
user of gas, although his payment to 
the gas company was essentially for 
the purchase of illumination, could 
not know in quantitative terms how 
much illumination he would get for 
his money. The only practicable way 
in which the preg poe could be re- 
garded was as the purchase of a 











quantity (volume) of gas of specified 
quality; and candlepower was com- 
monly referred to as the “quality” of 
the gas. 

As the use of gas for open-flame 
illumination declined and its use as 
a source of heat for a multitude of 


purposes developed, candlepower 
specifications were gradually replaced 
by specifications for heating value; 

but traditions die hard, and the idea 
has persisted that heating-value and 
volume must be regarded as quality 
and quantity, although gas is used 
now almost exclusively as a source of 
heat, and the purchaser can know 
exactly how much heat he will get 
for a dollar. The electrical industry, 
starting at a much later period and 
unhampered by traditions, has never 
regarded current as quantity and po- 
tential as quality, but has from the 
start recognized the essential nature 
of the commodity, energy, which it 
had to sell, in spite of the fact that 
in many of its applications there is 
nothing like the sharply quantitative 
relationship between quantity of en- 
ergy regardless of voltage (phase 
relations, etc.) and useful result that 
exists in substantially all present-day 
applications of gas. 

A new publication, Circular 405, 
of the National Bureau of Stand- 
ards, superseding the one familiar to 
many readers of this Journal as “Cir- 
cular No, 32,” considers gas service 
simply as the delivery of energy. 

With the exception of a reasonable 
cost for energy, the one essential of 
good gas service is that appliances 
shall always be well “adjusted” for 
the conditions under which gas is 
supplied to them. Unless the orifice, 
in particular, is of the right size, the 
use of gas can be neither satisfactory 
nor safe. It is, therefore, of the 
greatest importance that the composi- 
tion of the gas or its pressure shall 
not vary too greatly to permit a sin- 
gle satisfactory permanent adjust- 
ment, and equally important that the 
permanent adjustment of each ap- 
pliance be correctly made with ref- 
erence to the range of conditions 
which it ye encounter. Se local 
c s of pressure are of average 
ero and if the workman who 
adjusts an appliance is to do a good 
job, it is absolutely necessary that 
he know whether the pressure at the 
time of the adjustment is near the 
maximum, the minimum, or the aver- 
7 of those that will later prevail. 

the adjustment is made on a July 
afternoon, for example, the adjuster 
should know something about the 
pressure that will occur on a January 
mi 


The custom of formal re- 


quirements on the variations of pres- 
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sure within 24 hours has probably re- 
sulted from the difficulty of deter- 
mining percentage variations of pres- 
sure over a long period of time 
rather than from a belief that they 
are unimportant. Gradual changes 
in conditions of distribution occur 
with changes of season, the obstruc- 
tion of the mains, or the connection 
of additional gas-burning equipment ; 
and these changes, which make 
earlier adjustments of the appliances 
incorrect, are the less evident from a 
study of daily pressure records un- 
der good control of the daily cycle. 

If the practice nroposed in the new 
circular is adopted, the gas company 
will outline such pressure districts 
as it chooses, in each of which it will 
maintain pressures between 50 and 
100 per cent of a maximum specified 
for the district. Every gas fitter, 
whether employed by the gas com- 
pany or not, can then confidently 
adjust each appliance for the range 
of conditions that will actually be 
encountered. In contrast to the prac- 
tice formerly recommended, the new 
proposal greatly simplifies the inter- 
pretation of pressure data, makes it 
easy to determine that variations of 
pressure are not excessive over long 
as well as short periods of time, and 
provides the only arrangement that 
appears to have been suggested to 
make possible the intelligent control 
of appliance adjustment. It provides, 
moreover, a very definite basis for 
determining when and within what 
area the readjustment of appliances 
is necessary when changes of pres- 
sure conditions occur, 

For the first time in a circular on 
service standards, definite recommen- 
dations are made as to the manner ot 
paying for extensions of mains to 
serve new customers. There is prob- 
ably no single subject in. the whole 
field of gas practice in so confused a 
state as the provisions for the exten- 
sion of mains. Of 259 companies 
that answered a questionaire on the 
subject, 8 will invest nothing in ex- 
tensions to serve new customers, 121 
will make free extensions of sperified 
length, 40 base extensions only on an- 
ticipated revenue, 86 base extensions 
either on standard length or’ antici- 
co rig and 4 have coe ang 

efy classification. Among com- 
panies making extensions of standard 
length there are 23 different rules 
varying from 40 to ba oe bommond 
sions based on antici 

follow at least 20 di gules as 
to the ratio between i —— 
vestment the company 

Even the common ee 
simple provision that yp 

be extended one hundred feet for a 
new customer is subject to many 
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varied interpretations and practices. 
The hundred feet is sometimes meas- 
ured from the end of the existing 
main, wherever it is, sometimes from 
the center or one boundary of the lot 
of the customer last served; it may 
be measured to the point of connec- 
tion to the service pipe of the new 
customer, or the center or one bound- 
ary of his lot. Street crossings are 
sometimes included in and sometimes 
omitted from the required 100 feet, 
while the problem of what to do at 
a corner is the subject of a long paper 
by one of the State Commission En- 
gineers. 

These are only a beginning of the 
variations which exist in ctice, 
for the conditions under which the 
customers’ payments for the remain- 
der of the extensions are made, and 
under which deposits are refunded if 
other customers subsequently take 
gas from the same line, are even 
more confused than the subject of 
what the company will originally in- 
vest in the extension. 

The practice recommended in the 
circular embodies the following prin- 
ciples : 

1. The company will invest a defi- 
nite sum of money in the construc- 
tion of an extension. This elimin- 
ates questions introduced by the 
variable cost of construction, meth- 
ods of measurement, etc. 

2. The company’s investment will 
be originally computed to make con- 
stant its investment in the distribut- 
ing system per dollar of gross annual 
revenue. 

3. The anticipated demand from a 
one-family residence is to be the 
average obtained by dividing the 
company’s total send-out by the num- 
ber of customers served. No recom- 
mendation is made regarding the 
method of estimating demand by cus- 
tomers of other types. 

4. At the option of the company, 
the customers may be required to de- 
posit the cost of the extension above 
the company’s investment, or to pay 
a minimum bill sufficient to amortize 
the investment in ten years. 

5. When additional customers are 
served through any part of an ex- 
tension in which other customers 
have an investment, the company 
must make the same investment as 
though the additional customer re- 
quired an entirely new extension. 

6. This.investment is used for new 
construction or the reimbursement of 
the customer-investors in accordance 
with the following principles: 

(a) A new customer must not be 
required to pay more than the cost 
of the new construction required to 
serve him alone. 


(b) An existing cusomer cannot — 


















be required to pay for any part of 
the new construction to serve new 
customers. 

(c) So far as possible, and con- 
sistent with (a) and (b) the custom- 
ers’ investments in the extensions as 
a whole are made proportional to 
the investment the company is re- 
quired to make to serve each, as out- 
lined above. 

7. Any customer’s deposit remain- 
ing unrefunded at the end of ten 
years reverts to the company. 

The applications of these princi- 
ples leads to a definite practice which 
seems to be universally applicable and 
which, during preliminary discussions 
with representatives of state commis- 
sions and the American Gas Associ- 
ation, was never criticized as being 
unfair in any detail. It was criticized 
as complicated, but it is difficult to 
see” how any requirement could be 
made less complicated except by 

itting from the rule and leaving 
for arbit decision one or more 
‘questions which must constantly re- 


cur. 

The rules relating to pressure and 
to extensions of mains are two of 
several somewhat unusual though not 
entirely novel recommendations in 


Circular No. 405. Among other 
things, it is recommended that rates 
be based on definite charges per unit 
of energy instead of per unit of vol- 
ume, that minimum standards of 
heating value for natural gas be 
strictly avoided, that gas companies 
be relieved of the obligation to make 
periodic tests of meters through 
which so little gas is used that there 
is little likelihood that an overcharge 
greater than the cost of testing the 
meter will occur, that the distribution 
of an unstable gas be prohibited in- 
stead of rewarded, that in cases of 
deficiency of heating value customers 
be charged for only what they get, 
and that the gas companies install, 
own, and maintain service pipes of 
ordinary length. 

The discussion of technical ques- 
tions is more detailed than in previ- 
ous editions of the circular. Sec- 
tions are devoted to explaining the 
characteristics and the adjustment of 
appliances in relation to the composi- 
tion of gas; to the heating-value of 
butane-air mixtures in relation to 
vapor pressures, storage capacities, 
and the adjustment of appliances; to 
the condensation of hydrocarbons in 
the mains in relation to plant opera- 
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tion and particularly the inert con- 
tent of water gas; te the choice of 
the kind of gas which is to be dis- 
tributed; to the different relation- 
ships of demand to cost in the cases 
of natural and manufactured gases. 
These and other elementary discus- 
sions should enable even the non- 
technical reader to follow the reasons 
for all technical recommendations 
through to the operation of the cus- 
tomer’s appliance or to his pocket- 
book. 

Approximately a third of the cir- 
cular is occupied by a digest of ex- 
isting rules relating to gas service, so 
arranged that the provisions in vari- 
cus states relating to any one subject 
can he readily compared. A group 
of tables present a summary of what 
gas companies, themselves, regard as 
good practice, as revealed by a ques- 
tionnxire. There is also a description 
of the properties and the sources or 
methuds of manufacture of city gas 
supplies with some discussion of their 
selection. 

Circuiar No. 405 may be purchased 
from the Superintendent of Docu- 
ments, Washington, D. C., for 20 
cents. 


Flame-Cutting And Beveling Pipe 
By Machine 


F IR taking up old gas or oil lines 
~ and for cutting and beveling 
pipe in the field or shop, oxy-acety- 
pipe-cutting machines offer the 
advantage of speed and economy. 

One of the most important uses of 
these machines is in the taking up of 
old lines having screw or other 

thanical joints. Such lines are 
usually relaid with oxwelded joints. 
One type of portable cutting machine 
has been developed especially for this 
kind of work** Two blowpipes are 
held at correct angles and so posi- 
tioned with respect to a coupling or 
joint that the latter will be cut off 
at both ends simultaneously. The 
new pipe ends thus produced are 

ily and accurately cut. 

Since the angle of the blowpipes 
may be adjusted at will, any desired 
bevel may be obtained on the pipe 
ends. The bevel itself, depends 





'*Oxweld Type CM-3 Pipe Cutting 
Machine. : 

**Oxweld Type CM-7 Pipe Beveling 
Machine. 


largely on what method of welding 
is contemplated. The Lindeweld 
process, for example, requires less 
bevel than that customarily used for 
neutral flame oxy-acetylene welding. 
With smaller bevel angles, the weld- 
ing rod and gas consumption, as well 
as the welding time, is considerably 
less. 

For certain work another type of 
machine for pipe cutting and bevel- 





Rough hand-cut ends ingeniously machine 


trimmed from the inside. 


ing is preferred.** This has a sin- 
gle blowpipe and is desired for use 
on open end pipe. This includes pi 
which is old and has rough ends, 
pipe which has been inaccurately cut 
with a hand blowpipe, or pipe with 
screw threads to be cut off. 

It had, for example, been the in- 
tention of one company to use screw. 
couplings when re-laying several 
thousand feet of 20-in. pipe for a 
gasoline plant. A demonstration by 
an oxy-acetylene service operator 
convinced the ent that the 
line should be welded. All the 
threaded pipe ends were therefore 
cut off with the machine for open 
end pipe, and at the same time, bevy- 
eled. In this connection it is well to 
emphasize that as a safety measure, 
all lines should be freed from any 
oil or gasoline before welding or 
cutting is attempted. 

This machine is centered in the 
pipe by means of three arms adjust- 
able by means of a cranking handle 

(Continued on page 28) 
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Flame Cutting and 
Beveling by Machine 


(Continued from page 26) 


to fit any size pipe from 8 in. to 24 
in. in diameter. The arms are 
. To this 


that hholds the blowpipe and guides it 
along the line of cut. 

A unique feature demonstrating 
the adaptability of this type of pipe 
cutting machine was recently brought 
in some work on the Pacific 
‘Many miles of welded 36-in. 
in. steel water lines had be en 
eg and some of it was to be 

These lengths had been 
‘ap by cutting through the 
with a hand blowpipe. As the 
tions required that the ends 
‘square with the axis of the pipe, 
the ends of all lengths to be re-laid 
were trimmed with the cutting ma- 


chine. 
It appeared that there might be 


ee 


Gas Pressure Controls 


(Continued from page 16) 


Diaphragms 


S are cut from 
of either sheep or 
Diaphragm secured from 
manufacturers are selected 

r service with ex- 
A detailed set of specifi- 
cations as to the methods of tanning, 
bf skins selected, location 
where sheep or calves were raised, 
brand of cattle and numerous others 

in securing a good 
lity of dia leather as they 
ficap manufacturers who may 
oe access to small quantities of 
i leathers which do not 
some particular but unimpor- 
of the specification. 
the differential pressure 
the two sides of a diaphragm 
exceed four Ibs. per square 
gt of leather are usually 
the flexibility of the leather 
ed better quality of control 
lower pressure ranges than a 
pir < ert of leather and rubber. 
Between four and ten pounds differ- 
tial im pressure a leather diaphragm 
is Arse adjacent to the gas and 
“packed up with a single ply 
inch thick rubber diaphragm. 
From ten to one hundred pounds 


: pressure two ply 8th inch 
tubber 





Bint 


ii 


S are ordinarily 


some difficulty in doing this work, as 
the portable cutting machine on hand 
was designed to handle pipe not more 





Beveling machine being adjusted to re- 
move threaded pipe ends. 


than 24 in. in diameter. The three 
adjustable arms were too short to be 
expanded against the walls of the 


a ee 


used. Above 100 lIbs., additional 
thicknesses of rubber diaphragms 
are used in addition to the single 
leather, when necessary, although a 
rubber diaphragm having two plys 
of heavy duck will stand exception- 
ally high pressures when reinforced 
over the greatest possible area with 
a metal plate leaving only a small 
part of the diaphragm free to move. 

The building up of a diaphragm be- 
yond two ply of duck especially 
where the diaphragms are cupped, 
results in a lack of flexibility and 
decreases the sensitivity of operation. 
At the extremely high pressures sen- 
sitivity is not usually an important 
factor. 

The design of many regulators 
provides cupped shaped diaphragms, 
the leather portion being blocked. 
Cupping slightly decreases the dia- 
phragm flexibility but minimizes the 
possibility of leakage between the 
flanges through lack of creasing. The 
compounded diaphragms such as re- 
inforced rubber are usually cup 
shaped for the same reasons. Cup- 
ping of all diaphragms while causing 
a slight stiffening does eliminate the 
possibility of the diaphragm restrict- 
ing valve travel due to its being 
stretched too tightly during installa- 
tion. Regulators should also be de- 
signed so that all bolt holes and stem 
locations are standard permitting 
factory punching of the diaphragms. 
Pre-punching will provide sufficient 
excess leather inside the regulator to 


allow full movement of the stem, and__ 
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44-in. pipe, and the rotating arm 6n 
the central shaft was not long enough 
to hold the blowpipe in the usual 
manner on the outside of the pipe. 

By lengthening the links of each 
adjustable arm and by mounting a 
cutting blowpipe so as to cut the pipe 
from the inside, the difficulties were 
ingeniously overcome. The trim- 
ming was quickly done to specifica- 
tion. 

Cutting with a hand blowpipe 
would have been less than half as 
rapid, the gas consumption could 
have been greater, and the job might 
not have met the specifications. 

Cutting with any of the various 
types of oxy-acetylene pipe cutting 
machines is rapid. On a job 
involving the aating up of 12 miles 
of 8-in. and 10-in. oil lines, 138 
screw couplings were removed from 
the 10-in. pipe in 10 hr. 


There are a multitude of similar 
examples to show that the flame-cut- 
ting and beveling of pipe by machine 
does an efficient and economical job. 


eliminate the possibility of insufficient 
pes ees of the diaphragm prevent- 

ing the valves from closing. 
e-inforced rubber, im ag Re 

or coated linens and duck, 

of metal and other flexible materials 
have been tried for regulator dia- 
phragms but none give the reliable 
service and length of life of the bet- 
ter grades of leather. Where com- 
— of leather grenll ental or 
other compounds are pur- 
pose of the leather is to prevent the 
direct contact of gas with such com- 
pounded ene as compounded 
diaphragms are more sus- 
ceptable to chemical ces | physical ac- 

tion from than leather. 
Pn all leathers for dia- 
are bark tanned, al- 
ae chrome and semi-chrome 
treatments given to meter dia- 


phragms are satisfactory. Bark tan- 


ang 5 $ are 
om exposed to continuous s 
ing action of gas and a t - 


age or stretching of the oS sceol 
affect to the 


would not regulation 
extent it would gas measurement. 
The common specifications for dia- 
phragms are that they be gas tight; 
provide in a single 
unsewed piece to allow using large 
size dia to secure sensitiv- 
pe pny pa coro 
by wenn aderals dncoed erties 
gas in r their 
life ; be easily shaped se oun nee ioagea 


or crack with continuous 
Continued in March Issue 
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Linde Process Service 


speeds-up laying of 





Sea-going Pipe Line 


PON completion of an oil pipe 

line to load tankers a half mile 
out to sea, the Chief Engineer of the 
oil company was so pleased with 
the aid rendered by Linde Process 
Service that he wrote: 


“We. have recently constructed 
and successfully launched a 16-in. 
Submarine Line. The perfect con- 


sumation of this job was in no small 


measure due to the extraordinary 
efforts of your service organization. 
We are deeply appreciative of the 
splendid cooperation accorded us 
by your company.” 

This is Linde Process Service at 
work. It brings to Linde customers 
—at no extra cost—the latest and 
best pipe-line welding methods, as- 
sists in training and qualifying oper- 





@ OUT TO SEA—for a half mile this 16-in. Oxwelded pipe line rests on ocean 
bottom . .. supplies tanker cargoes. 





© FIVE DAYS—from delivery of pipe to finished job. Linde Process Service co- 


& 


ators, and helps organize welding 
operations to insure satisfactory 
performance. 

The nearest Linde Sales Office 
will gladly give you full information 
on Linde Process Service. These are 
located at: Atlanta—Baltimore, 
Birmingham, Boston, Buffalo, Butte 
—Chicago, Cleveland—Dallas, Den- 
ver, Detroit—El Paso—Houston— 
Indianapolis—Kansas City—Los 
Angeles—Memphis, Milwaukee, 
Minneapolis—New Orleans, New 
York—Philadelphia, Phoenix, Pitts- 
burgh, Portland, Ore.—St. Louis, 
Salt Lake City, San Francisco, Seat- 
tle, Spokane and Tulsa. 

Everything for oxy-acetylene 
welding and cutting—including 
Linde Oxygen, Prest-O-Lite Acety- 
lene, Union Carbide and Oxweld 
Apparatus and Supplies—is avail- 
able from Linde through pro- 
ducing plants and 
warehouse stocks 
in all industrial 
centers. 





The Linde Air Products Company 


Unit of Union Carbide and Carbon Corporation 


UCL 4 


In Canada: 
Dominion Oxygen Co., Ltd. Toronto 
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MAGIC CHEE 


AUTOMATIC 


HEAVY DUTY 
EQUIPMENT 


for Modern Gas Cooking Needs 


@ Users of heavy duty equipment, including 
the most pretentious hotel or steamship, to the 
most modest restaurant or barbecue stand will 


- find it worth while to investigate the many 


advanced features of the Magic Chef Automatic 
Heavy Duty Line. 


This new line represents equipment that really 
meets the demand of modern conditions with all 
the efficiency, convenience and economy that in 
many cases makes the difference between an oper- 
ating profit or a loss. These features include extra 
heavy oven insulation for cooler, more comfort- 
able kitchens, substantial saving of gas, stream- 
line design with easy cleaning and sanitation, 
more wholesome and delicious food because of 
more even and controlled heat, automatic light- 


COMPANY 


LOOK FOR THE RED 
WHEEL WHEN YOU 
BUY A MAGIC CHEF 
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ing, speed, safety, dependability and durability. 


The streamline design permits harmonious, 
close-fitting assembly of units in a continuous 
bank or battery, in any combination to meet 
individual requirements. It provides a continu- 
ous cooking top on ranges and sanitary smooth 
surfaces for easy cleaning. Front and bottom 
frames of all equipment are made of heavy, 
non-breakable angle iron. All fittings—hinges, 
manifold, valves, cocks and other mechanism 
are concealed, yet easily accessible. For 


complete details write for descriptive catalog. 


AMERICAN STOVE COMPANY 
World’s Largest Manufacturer of Gas Ranges 


BOSTON * NEW YORK + ATLANTA ¢ CLEVELAND + CHICAGO 
ST. LOUIS « PHILADELPHIA ¢ SAN FRANCISCO « LOS ANGELES 
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“SUCCESSFUL SELLING” 





‘“’'There’s Gold in Them Thar Hills”’ 


The “Gold Rush” was the name 
given to the fourth annual all em- 
ployee campaign conducted by the 
Minnesota Northern Power Com- 
pany, Minneapolis, Minn., during 
September, October and November, 
1934. “Real Gold” was found by 
77% of the employees and an in- 
crease of 74% in business was the 
result. Both gas and electric appli- 
ances were sold. 

A competitive spirit prevailed 
among the twelve divisions of the 
company, agar | camps), serving 
approximately 30,000 customers 
(both gas and electric) for the Hes- 
kett Trophy ‘presented by R. M. 
Heskett, General Manager of the 
Company to the “Outstanding Divi- 
sion of 1934” that has done the best 
job in all departments—sales, oper- 
ating and accounting—during the 
campaign. Besides this there were 
Safety and Accounting Awards. 

Mining terms were used through- 
out the campaign and the weekly 
bulletin, ‘““The Prospector’, kept the 
miners informed of the progress. 


Employee Inducements 


Tying in with the Gold Rush 
Theme, credit in ounces of gold ore 
mined were given for each gas ap- 

liance sold on the following basis: 

econnected customers 30 oz. 


Conversion burner ..... 30 oz. 
Furnace or boiler ...... 30 oz. 
Floor Furnace ..... aacke OF. 
Circulating Heater ....15 (250) oz. 
Radiant Heater ....... 10 (150) oz. 
Gas Range .......... 10 ( 75) oz. 
Gas Water Heater ....10 (125) oz. 


BIRO 6 iin i ence aes 10 ( 75) oz. 

Figures in parentheses indicate 
credit in ounces of gold ore for sales 
in manufactured gas properties. 

An additional bonus sp $5.00 was 
paid to each employee responsible for 
the re-installation of any conversion 
burner that has been off the lines 
since November 1, 1933. 

Weekly rts on appliances sold 
were made each Division and 
“Gold Certificates” were issued for 
gold ore mined. These certificates 
were cashed in at the end of the 
campaign for prize money. 


No inducements were given to the 
public during the campaign other 
than standard terms. Nor was there 
any special advertising campaign. In 
explaining this A. E. Schwartz, sales 
manager, describes the policy of the 
company as follows: 

“Experience has taught us that it 
is of more value to the company to 
keep our sales force selling than to 
keep our public buying. We spend 
more money comparatively, with our 


sales organization keeping them on 
their toes, than we do attempting to 
get the customers to buy our mer- 
chandise. 


“For instance, if we are "7 


reduce the price of a e 

to clear our stock, we usually reduce 
the price $5.00 or $10.00 and give 
the salesman a $10.00 bonus for mak- 
ing the sale. If we are reducing the 
price only $10.00, we give it all to 
the salesman. This keeps the money 





EMPLOYEES ar tHe eno oF THE CAMPAIGN. 


CiassiFicarion Qunces oF Goto Mineo 
SNOWBOUND 


TenoerFeert 50 ounces 
ProspecTors 100 ounces 
Orecers 200 ounces 
PANNERS 300 ounces 
* 49'crs 500 ounces 
** O.o Tiers 1000 ounces 


* We wilt provioe every 49'cr witw tHe 
BRONZE LAPEL BUTTON AS SOON AB QUALIFIED 
For THis Honor, (See exeren) 

®® Ag SOON AS ANY EMPLOVEE QUALIFIES as 
an OLo TIMER, WE WILL MAIL HIM & CHECK 
For $15.00. 


WEEKLY REPORT. .. 


@E REPRODUCED IN THe Sates Butt.) 





TYPES of MINERS... 


IN ANY GAME OR CONTEST THERE ARE THOSE WHO WORK AND THOSE WHO ‘HITCH Hike! on 
‘teuwe' THEIR WAY ~ GO WE HAVE ARRANGED A CLASSIFICATION FOR OUR EMPLOYEES IN THE 
"Goto Rusn" ANO EMPLOYEES SHOVLO BE LISTEO ON ALL REPORTS ACCORDING TO THEIR 
CLASSIFICATION, AT EMPLOYEE MEETINGS, THEY SHOULD SE ADORESSEO "TenoERFrooT® Jonce 
orn "Dieaer" Brown on "O1o Timer” Hanson, etc. We con't want ro List any GNOWBOUND 


EACH WEEK EACH DIVISION WILL REPORT THE NUMBER OF THE EMPLOVEES IN THE Division 
1M EACH CLASSIFICATION TO THE MINNEAPOL!8 OFFICE, ON THE FORM sHOWN BeLow., (IT wiLt 


EMPLOYEE CLASSIFICATION 








Thie illustration shows a great- 
enlarged reproduction of the 
"*Forty-Hiners" lapel button. 
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in our =_ organization, re us a 
happy sales organization, does not 
demoralize our market and we are 
not known as a cut-price firm, and 
our men get out and push these 
lines. 

“The only special we ever offer on 
campaigns me special terms +e down 

yments an per carried over a 
Rena period P st. usual. We never 
cut the price and always get a stand- 
ard carrying charge on our time pa- 
per. 90% of our advertising is in- 
stitutional type, selling the use of gas 
or electricity for the home, and we 
mever carry the price of the mer- 
chandise on the ad. 

“T realize that all of this is a little 
bit unorthodox in present day selling 
methods, but it has worked success- 
fully for us and as long as it does 
we feel it is business to keep 
on with it. Naturally things that 
work well in one territory or part of 
the country do not always work suc- 
aeily in another part of the coun- 
try, therefore we claim no spe- 
cial credit or do we feel that our 
system is the best.” 

The following summary of gas ap- 

sold gives every indication 
it “wo: successfully” : 


Pulling 


-A concrete example of the pulling 
power of “Leisure Hours”, the 
Philadclpoe bill enclosure of the 

ia (Pa.) Gas Works Co., 
came to light recently when more 





American Gas Journal—February, 1935 


GOLD RUSH CERTIFICATE 


THIS CERTIFIES THAT 




















GAS 

88 Reconnected Customers} 

259 Conversion Burners 

77 Furnace & Boilers 

152 Floor Furnaces 

590 Circulating Heaters 
over 30,000 BTU input 





. CU, FT. 


424 {a 200,000 cu. ft. annual consumption.. 84,800,000 


277 Gas Water Heaters—at 35,000 cu. ft. annual consumption.............. 9,695,000 

599 Gas Ranges—at 20,000 cu. ft. anual consumption.........ccccseccccces 11,980,000 

758 Radiantfires lt 799 fat 15,000 cu. ft. 

41 Electrolux j annual consumption .........+.-0se+. 11,985,000 
Tete aa ho kk: oo ethno ee cha cae 174,110,000 
At BOe wee Bh. he BR iss sb cre cba tans $87,055.00 


need itnisienen 


Power of Bill Enclosures 


than 4,600 customers clipped a small 
coupon on the back of the Septem- 
ber issue and went into the show- 
rooms of the Company to buy Wolf 
visible gas toasters at a special, re- 



































i* * 
| This Coupon and 
entitles you to one of these 
handy new folding 
GASTOASTERS |r 
if presented at any of our Showrooms before Sept. 30, 1934 
With this new Visible Gas Toaster, it's 
Toaster, Please Check Appliances You Own 
easy to haye toast just as you like it—boch 
tid crip. td golica brows. Seri, How long in use? 
teuee. Toasts 4 slices at atime, quickly () Ges Range (oocccccceeccssccssssmmemnn 
month—only 15 ccats, by © Refrigerator 
Ode cpbe Semi tT! Cl Woter Heater 
Site aaa Address. ........cccceseon 
* * 








Coupon clipped from “Leisure Hours” 


duced price of 15 cents each, plus 
the coupon. As the offer was made 
only through Leisure Hours, the test 
was an ideal one and proved beyond 
all doubt that the little paper is wide- 
ly Hg i 
t is interesting to note the gas 
consumptive value of these small ap- 
pliances. A moderate estimate of the 
gas consumption of a top burner is 
8 cubic feet per hour. The gas 
toaster, being used on an average of 
5 minutes daily, which is a very con- 
servative estimate, would burn | hour 
each twelve days, or 30 hours per 
year. This means that each toaster 
would consume 540 cubic feet of gas 
per year, and that the 4,600 toasters 
sold through Leisure Hours would 
consume 2,484,000 cubic feet yearly. 
At $.85 per 1,000 cubic feet the an- 
nual revenue derived from the toast- 
ers alone would total $2,094.40. 

In short, the toasters sold to date 
by the little coupon, if used but 5 
minutes daily for 1 year, would con- 
sume sufficient to completely fill 
holder No. 1 at Station B, which has 
a maximum capacity of 2,353,000 
cubic feet—( Courtesy The P. G. W. 
News). 
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156 Automatic Gas Water Heaters Sold in 53 Days 


By W. L. C. LANG 


Supervisor Mdse. Sales, Delaware Power & Light Co., Wilmington, Del. 


WE had heard considerable about 
the “Rental Plan” of installing 
automatic gas water heaters, the 
whys and the wherefors, the pros 
and the cons. While all the reports 
of sales and installations had been 
favorable, the necessity for “rental’’ 
was beyond our comprehension. In- 
asmuch as the purpose appeared to 
be to reduce the selling price of the 
heater and extend a long term pay- 
ment plan to the purchaser, the word 
“rental,” to us, appeared to be more 
or less of a age, particularly 
as our experience in merchandising 
had been that consumers do not want 
to rent anything. They want to own 
the merchandise in their homes, and 
as each month elapses they like to 
possess a greater equity in it. 

It is agreed that when a prospect 
is approached with a rental proposi- 
tion he feels the company is willing 
to “hold the bag” (and this may im- 
‘press him), but why not sell him the 
appliance on a long term basis? He 
won't keep it under any plan if you 
have misrepresented its quality or 
operating cost. 

Clear thinking merchandisers have 
for years been puzzled by the fact 
that it is possible to sell 500 or more 
automatic refrigerators, at average 
prices in excess of $200, whereas it 
is almost impossible to sell 200 or 
less automatic theaters, at average 
prices less than $80. This had not 
been untrue in our situation. 

We in Wilmington, had been ask- 
ing ourselves one question for some 
time. The question was: “Do the 
majority of our customers want au- 
tomatic water heaters?” We felt 
sure the answer was “yes,” and had 
had a plan in our collective mind to 
test it. All we had hoped for was 
an opportunity to apply the test. 

Fortunately, we had a rate reduc- 
tion last September, and it gave us 
the pig args we had ng 
try our long term payment plan. 
Following aE the three major ap- 
peals we used in our advertising and 
selling plans: 

1. New Lower Rate—90c r 
thousand in excess of 3, 
cu. ft. 

2. $3.00 Guaranteed gas bill—50 
gallons of hot water per day. 

3. 95c down—$1.00 per month. 
(No free trial advertised. ) 


Prior to the campaign, a survey 
had been made by our meter readers 
of the methods used by our consum- 
ers to heat water. We built up a 
file of “bucket-a-day” users (coal), 
inasmuch as they were the greatest 
majority. A man using a coal stove 
to heat water is always the best pros- 
pect for a gas heater, because the 
coal stove makes work for him and 
the gas heater relieves him of all his 
work and worry. It is also true that 
he is your best salesman after he 
changes over to gas, provided he does 
not abuse the new method. Therein 
lies our greatest difficulty. An auto- 
matic gas water heater produces re- 
sults so rapidly that the user is apt 
to waste the water. With his old 
system he had to pay a penalty of 
giving miore attention to his “Coal 
Hog” or of doing without hot water 
until he could build up a new supply. 

One of the most important phases 
in any campaign is to release the 
salesmen from all other obligations 
so they may give their entire time 
to the execution of sales. This we 
did, and the salesmen received lib- 
eral compensation for their work. 
You cannot get results by leaving the 
salesman on the outside, because you 
have reduced your price to the pur- 
chaser. After all, an automatic wa- 
ter heater is not nearly so impor- 
tant as a builder of merchandise vol- 
ume as it is a “load builder.” The 
inducements for the salesmen were: 
Commission 121%4% plus extra 214% 
if quota was reached. Also prizes 
of merchandise offered for the first 
and second highest salesmen, and a 
merchandise prize for inside sales 
person. First prize to outside sales- 
man was $49.50 radio, second prize 
any $15.00 merchandise item in 
our store. Prize to inside sales per- 
son with highest number of sales, a 
single slice toastmaster and hospital- 
ity tray. 

Advertising a guaranteed bill 
of $3.00 per month attracted many 
people. But, strangely, 95 per cent. 
of the heaters sold were of the fact 
recovery type instead of slow recov- 
ery. This proves another vai 
average consumer feels that $3.00 per 
month is a fair amount to pay for 
water heating service, but he objects 
to being limited in case he should 
need more than 50 gallons of hot 
water a day. 





Considering the fact that this cam- 
paign was conducted in the fall of 
the year, we feel well compensated 
for our efforts in the sale of 156 au- 
tomatic gas water heaters in 53 full 
working days. In the spring of 1935 
we expect to do great things with 
this same plan. 


ANALYSIS OF SALES 
SHow1nG KInD or Fue. REPLACED 


By 

Automatic Gas WaTER HEATERS 
Bucket-a-Day stoves ......... st 
Circulating water heaters ..... 39 
CNR ine tncamn s+ 0c ce@ebhune 3 
Automatic water heaters ...... 11 
No present method of heating 

WE a Fb WM vnc ci eewen 
Furnace coils .............. 19 
New residences, etc, ...... 

TO oes sv cienakicae 156 


The Delaware Power & Light 
Company serves approximately 28,- 
000 consumers. 


SERIAL OCEES 25 


Dealer Cooperation 


One of the big mid-western gas 
companies is operating a dealer co- 
operative plan that should set up 


some new records in this line of gas ~ 


range sales promotion. The gas com- 
pany has contacted all d and 
offered them a plan whereby the gas 
company will use good size news- 
paper advertising to promote the 
sale of gas ranges with insulated 
ovens and list all ones — sell 
this type of ranges. ey not 
hope to ginger-up dealers by simply 
carrying their names in the advertise- 
ments, they go further and are go- 
ing to pay the dealer $2.50 in cash 
for every insulated range he sells and 
as an added inducement they are go- 
ing to pay the dealer’s salesman $1.00 
for every range he sells. This ac- 
tivity and the idea behind it, gentle- 
men of the gas industry, is to keep 
the cooking load in a city that boasts 
that it has the lowest ical rate 
in the country. The gas man is get- 
ting and keeping the i 
simply because he is going 


E 


er it. 
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Short Appliance Campaigns Pep Sales Staff 


By Chas. D. Greason 


Dir., Publicity and Advertising, The Gas Service Company, 


HORT appliance campaigns of a 
™ few days duration, with special 
discounts offered to the public and 
an extra bonus offered to the sales- 
men, have proved successful in The 
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Gas Service Company properties. 
This company has 22 sales depart- 
ments in its larger gas distributing 
ies operating in two states, 
issouri and Kansas. 
.. Three short campaigns were tried 
for the first time during 1934. The 
first one, a 5-day range campaign held 
ber 3 to 8, inclusive, resulted 
in the sale of 435 ranges of three 
makes, Detroit Jewel, Roper and 
Magic Chef. The second short cam- 
paign was a 7-day campaign which 
was called the Thanksgiving Range 
Sale and held from November 21 to 
28. In this campaign 631 ranges 
were sold. A short campaign on wa- 
ter heaters was held for 12 days in 
December, from December 3 to 15, 
resulted in the sale of 184 
Walker-Pittsburg automatic storage 
water heaters. 

These three campaigns were in- 
Serted in the long heating campaign 
which was held over several months. 
short successful campaigns 
materially to the enthusiasm 
nt the salesmen and at the same time 

: detract from the results of 

campaign. After the 
short campaign was over the sales- 
men went back into the longer cam- 


FE 


FE 
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Kansas City, Missouri 


paign with more pep and enthusiasm. 
The short sales also provided the 
company an opportunity to clear out 


stocks on hand, this being particu- | 


larly true of this company’s range 
sale in the latter part of November 
and in the water heater campaign 
early in December. 

The primary contributing factor te 
the success of the short campaigns 
was a special discount offered only 
during these campaigns. In each case 
the special discount was 15 per cent. 
To stimulate the sales force in the 
campaign a small bonus was offered 
in each instance for the particular 
equipment being featured during 
these short periods. 

Newspaper advertising was used 
in practically all of the properties, an- 
nouncing the campaign and showing 
the dates on which the special dis- 
counts would be in effect. No other 
type of advertising was used. Most 
of the larger properties, of course, 
had the advantage of window dis- 
plays in which the dates of the sale 
and the discount were again featured. 

Because of the success of the short 
moves in both water heaters and 
ranges a number of similar short 
campaigns are planned by F. M. 
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Rosenkrans, general ; new business 
manager of The Gas Service Com- 
pany, during 1935. 


High Type Sales Organization. 


As we view it this is the most op- 
portune time for the gas man who 
wishes to build up an A-1 salesforce. 
There are many first class salesmen 
seeking jobs these days. These men 
have sold all types of high class spe- 
cialties and services. They are men 
who in the dark days of 1929 and 
thereabouts were in the real money— 
they even purchased stocks and 
fancy fixins’. Today, after trying 
this and that for the past two or 
three years, they have come to the 
realization tnat those days are over 

but they are men of such charac- 
ter as can’t be downed. They want 
opportunities to’ earn a reasonable 
salary. Don’t mistake, these are not 
the class that want a $75.00 draw- 
ing account and will be satisfied with 
that. They are men that you will 


have to pay at least $100.00 per 
month to start with plus anything 
they may be able to earn above that 





on a commission basis. And care- 
fully picked they will earn more and 
on the second month may want a 
smaller drawing account and a high- 
er rate of commission. 


We know of a plan of this kind 
that is working. The manager of 
the company employing the sales- 
men writes monthly earning checks 
that we are afraid to name, as the 
man who is accustomed to paying 
his men a straight commission or a 
small salary and commission would 
Say we were over-stating facts. How- 
ever any man who has been in the 
salesmanager’s seat for the past 
three, ten, fifteen or twenty years 
knows full well that there is 
no economy in employing cheap men 
as sales representatives. Think it 


over if you want to go along and 


retain your domestic load—then get 
busy at once to build up a real or- 
ganization of salesmen. 
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Back of these 


ware 


is Sales Service and 


WE aneb ccKosaubetate me >s- lel depceltbate. 





Don’t buy just a water heater, to stand 
and gather dust and deficits on your 
sales floor...or to bounce back later with 





troublesome service calls and customer dissatisfaction. 
Buy Sales Service—to move the product out and 
movo the profits in. Buy Manufacturer's Background 
—the dependability and integrity of the maker 
that helps to sell the product and keeps it sold. 








HERE’S HOW WE 
HELP YOU SELL: 


@ 3 piece Direct Mail Campaign, fur- 
nished Free. 


@ Attractive, sales-producing cata- 


logues in color. 


@ Arresting displays for your win- 
dow, including full size, full color 
replicas of the Water Heaters. 


@ Colorful truck banners. 
@ Newspaper Mats and Cuts. 


@ Trade Paper Advertising to the 
Heating and Plumbing Industry, 
Architects,. Builders, Chain Store 


Operators, etc. 


(left) AGP REGULAR Gas-Fired (right) THE DICTATOR Low 
Automatic Storage Water Heater; Priced Water Heater. Fully auto- 
20to75 gallons. Baked enamel steel matic, thermostatic valve; baked 
jacket over Galvanized or Everdur enamel jacket and tank of Galva- 
nized or Everdur. 15 to 4 gallons. 


tank; only one gas connection 


Each of these Automatic Storage Water Heaters by 
AGP carries with it an assurance of sales and profit, 
and of satisfaction to your customer: When their ob- 
vious advantages are explained, they sell quickly. 
And they stay sold, and build good will for you. 

Write today for details and prices...and for the 
new, powerful sales promotion material that will 
help you sell more Water Heaters. 





TH ees 


the DAR AS: 


pre °c 
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GAS REFRIGERATION’S 


YEAR! 













- @eed reason why gas companies the country ever are or- 
a ‘ganizing early to promote this modern use of gas...tak- 
yg ——— advantage of powerful Electrolux advertising. 






gin were made in Electrolux 
acceptance with the introduction of 
air-cooling in 1933. Last year followed 
through with even greater sales suc- 
_ €eases...increased popularity for this 

‘Now with people again in a real buy- 
ing mood . . . and with the new 1935 
Air-Cooled Electrolux everywhere ac- 
claimed “the best—and best-looking— 
refrigerator of them all,” there’ sstrong 
reason for confidence in the wide- 
spread belief that 1935 IS GAS RE- 
FRIGERATION’S YEAR.” 


New Sales Appeals! 


For the 1935 Electrolux is a refriger- 
ator that any gas company can proudly 
offer its customers. Electrolux’s dis- 

nctiv ag arom by Amer- 









publicizes this eminently modern use 
builds valuable good will 
for your company. And it does more! 


of gas... 






merchandising Electrolux in 1935. 
Get the beautiful mew models on dis- 
play on your floor—in your windows! 
Remember: 1935 is gas refrigera- 
tion’s year! Cash in on it from the 
start! For sales and merchandising 


assistance, write—wire—or phone 


Each Electrolux sold goes along way _ Vision of Servel, Inc., Evansville, Ind. 

to imsuring a permanently all-gas 

kitchen . . . adds 1500 cu. ft. to your NEW 4 

monthly load . . . and gives a strong 3 

impetus to other gas-using appliances. ELEC’ J -OLUX 
Today, make your plans for actively THE SERVEL REFRIGERATOR 
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1324 Ranges Sold in Month 


By C. L. TREVITT 


New Business Manager, Community Natural Gas Co., Dallas, Texas 


BREAKING all previous range 
sale records on the Community 
Natural, Texas Cities, and Stamford 
and Western gas companies’ proper- 
ties, our November, 1934, range sale, 
conducted Nov. 1 to Nov. 30, was 
one of the high points of our year’s 
merchandising activities, 

The total of 1324 ranges sold dur- 
ing the campaign represents more 
than one range per each 100 cus- 
tomers. Completed records on the 
sale show that 17% per cent of the 
sales represent new load taken from 
competitive fuels, while the remain- 
der are gas replacements. 

During the period we featured 
fully insulated, automatic heat con- 
trolled ranges of leading manufac- 
turers. We were stressing the mod- 
ern appeal of the ranges, and did not 
feature any particular model or price 
range as a leader. However, during 
the campaign, 95 per cent of the 
ranges sold were table top models. 


Potential Market 


Determination of potential market 
was a simple task for this campaign, 
since for the past three years our 
system has made an annual appliance 
survey, which is undertaken the first 
of each year by division employees. 
Every home on the system is thor- 
oughly surveyed in this method and 
the survey files are kept up to date 
religiously, with purchases and re- 
movals noted on the cards as soon 
as made. Survey cards of new cus- 
tomers are made up at the time of 
meter setting. 

Our advertising carried in daily 
newspapers peng Mie period 
stressed the fact that styles in gas 
ranges have changed since the years 
when most of our customers bought 
theirs. In emphasizing the desirable- 
ness of the modern gas range, the 
advertisements pointed out the job 
the range is expected to do, and ex- 
plained the features by which it car- 
ries out this increased work. The 
second appeal in advertising was the 
attractive saving which could be 
7) a range during the 


This inducement was based on a 
special discount on the purchase 
price, in effect only during the 30-day 
sale, in addition to old equip- 
ment allowance. This ial - price 
was an attractive inducement which 


made it possible for us to sell higher 
type ranges during the campaign. 


Coordinated Sales Program 


Success of the November sale, we 
believe, emphasizes the value of the 
coordinated sales program which our 
company instituted the first of 1934, 
with the goal of merchandising mod- 
ern appliances efficiently over a ter- 
ritory which consists of some 250 
towns serving over 100,000 meters. 
In line with this program, all our 
salesmen, one to approximately 
every 3,000 meters, work on a flat 
salary basis with no extra bonus and 
no commissions offered. 

Our system is divided into 20 divi- 
sions, which are further sub-divided 
into districts made up of from two 
to 10 small towns adjacent to a larg- 
er town designated as district head- 
quarters. Cities of 10,000 meters 
and over are divisions in themselves. 








--- and it’s EASY 


te own a Medern Gas Range 


—provided you take advantage of 
special prices and terms now being 
offered by your gas company. It's 
an opportunity to start a new era 
of saving and efficiency in your 
kitchen at a saving! 

Titustrated is but one of many 
models on sale. You'll need the help 
of medern gas cocking in prepar- 
ing holiday meals, so look them 
over and pick out the one best 
suited to your needs. A purchase 
now is an investment that pays 
dividends in leisure hours and bet- 
ter, surer cooking! 














Division managers are in charge of 
sales efforts as well as operations, 
and are sales managers in effect, un- 
der the supervision of the general 
new business department, just as they 
are operating managers under the su- 
pervision of general superintendents 
L. B. Denning, Jr. and M. L. Bird. 
Each division manager has at least 
one full time salesman to assist in 
sales work and education. These 
men have three specific duties: To 
close their own prospects, assist em- 
ployees to close contracts and assist 
the division manager in teaching his 
organization to become sales minded. 

While there was no special bonus 
offered for prospects turned in by 
employees, there were six division 
prizes offered, the winners bei 
based on units per meter sold an 
installed. These prizes, as won, are 
paid into the division fund which is 
used for entertainment purposes for 
the benefit of all employees in the 
division or is accumulated and di- 
vided, similar to a Christmas fund. 

Our sales policy, as shown above, 
is based on employee selling, every 
employee, regardless of his or her 
routine duties, assisting in carryi 
on load building work. That it is 
well fitted to our needs we believe 
is shown by the results of this range 
campaign, as well as by others dur- 
ing the year. In one small district 
alone the employees sold a modern 
range to every 20 meters. In anoth- 
er, the record was one to every 
26 meters. And this was in the face 
of the fact that the November range 
campaign was the third contest fea- 
turing ranges to be conducted during 
the year, one having been held in 
March, the second in June. 


A Tip to Salesmen 

When a salesman starts out with 
the idea that he can’t, he p 
won’t. The ladder of successful sell- 
ing some one has said is: “O%—I 
won't, 10%—I can’t, 20%—I don’t 
know, 30%—I wish I could, 40% 
—What is it?—50%—I suppose I 
should, 60%—I might try, 70%I 
think I can, 80%—I can, 90%—I 
will, 100%—I DID.” So it would 
seem that the men who succeeded. in 
the and those who will succeed 


coming months will be those. 


in 
who decide that it CAN BE DONE! 
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328% Increase in $’s Sales 


Vice-President- 


C. H. Zachry, 
Treasurer Southern Union Gas Com- 
pany (Dallas, Texas), furnishes data 
on a three-months’ campaign: 

“The principal thing that we have 
tried to gir is salesmanship in 


all of our eniployees; and the cam- 
paign was mapped out with this idea 
in view. None of our District Man- 

nor Salesmen were offered any 
prizes, all prizes being given to the 
eer who were not employed 
to In other words, those par- 


ticipating in the contest were Service 
Men, Office Girls, Collectors, Main 


Line Employees, Maintenance Men, 
et 


“Prizes were awarded on the basis 
of the total number of points re- 
ceived by each employee. Points 
were based as nearly as possible on 
the gas consumption of the appli- 
ances sold. The following schedule 
was used as a basis determining the 
‘total points: 

Each New Meter Installation—Five 
(5) Points. 

Unit Heaters 
Central Furnace 
Conversion Burner 
Restaurant Range 


—Four (4) Points. 


Gas Appliances Feature of Home 


Gas appliances played a leading 

ps in cee modernizing exhibit 

recently in Birmingham, Ala., 

in cooperation with the Federal 
ing Administration. 

An house, built 25 years ago, 
was taken and half of it thoroughly 
remodeled from foundation to chim- 
ney top and the remainder left “as 
was” in its state of dilapidation and 
disrepair. The “Half and Half 
House” was then placed on exhibi- 
tion for several weeks and was visit- 
ed by some 25,000 persons. The 

I between the two halves of- 
fered a striking example of the need 
for home renovation. 

Half of the exterior of the house 
was repainted, half of the roof re- 
placed and half of the yard land- 
Inside, each room was half 


' 


Water 
Circulators 
Floor Furnaces 


Heaters 


jthe (3) Points. 


Space Heaters ; 
Ranges —Two (2) Points. 
Refrigerators 

“Points were awarded to the em- 
ployees who secured and personally 


contacted prospects resulting in sales, 
whether or not the employee actually 
made the sale, our idea being to en- 
courage our employees to go out and ac- 
tually contact the prospective custom- 
ers. We also kept a record during the 
campaign of the contacts made by each 
employee, but no points were given 
unless the contact developed into a sale. 

“Before our contest started, a com- 
plete survey and house to house canvas 
was made of every gas user and non- 
user of gas in each town where we 
operated and all pertinent information 
secured. From this survey prospects 
cards were prepared, setting out all 
such information so that, when the 
campaign started, a complete list of all 
the prospective customers was on file 
in each town. This survey was made 
by Company employees in each dis- 
trict. 

“Practically no extra newspaper ad- 
vertising was done during this cam- 
paign. However, we attempted to make 
newspaper advertising fit in with our 


Exhibit 





View showing gas range and gas heaters. 
This is on the remodeled side of the room. 


finished with bright new wallpaper, 
new floors and new furnishings. The 
other half was left in all its dank- 
ness. 


The modernized half of the kitch- 





- cient stove, the 


campaign. No extra salesmen were 
employed during the contest except in 
two or three towns where we pre- 
viously had no salesmen at all. 

“The campaign lasted through the 
months of July, August and September, 
was participated in by several com- 
panies affiliated with Southern Union 
Gas Company, having 10,244 directly 
connected meters at June 30, 1934, and 
the following sales were accomplished: 


933 New Meter Installations. 

460 Water Heaters sold. 

368 Ranges sold. 

377 Space Heaters sold. 

269 Circulator and Floor 
naces sold. 

153 Conversion Burners and Cen- 
tral. Furnace Installations. 


Fur- 


FASS NS 


“Our merchandise sales for this three 
months period amounted to $85,130.60, an 
increase of $65,225.12, or 328%, over the 
same period last year. Our sales for 
this three months period were in excess 
of the sales for the calendar year of 
1933. 

“This type of campaign, at least in . 
our organization, was a new thing and 
has resulted in building up the morale 
and self-reliance of our entire field or- 
ganization; and, we feel that, even aside 
from the increase in business, the cam- 
paign’ has been a wonderful thing for 
our operating personnel.” 


Modernizing 


en included a new automatic gas 
heater, new range and a new Elec- 
trolux refrigerator, the latter not 
being shown in the pictures. This 
modern half was repapered and the 
floors laid with built-in linoleum. 
The other half was left with the an- 
, torn walls and 
the black floors. kitchen with 
the gas appliances attracted more at- 


tention perhaps than any other 
room in the house. : 
The appli for the exhibit 


were furnished by the Birmingham 
Gas Company. . 
Persons visiting the house were 
asked to register and to indicate any 
intended purchases for the home. 
Names of those who planned to buy 
gas appliances were turned over to 
irmingham Gas Company. 
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A utomatic Hot Water...at anew low cost... 
gt ves gas compan ies somethin g to shout about 


a 


HA. you heard about the new automatic water heater that is 
creating new business for gas companies? 


It is the new American-Bosch Konverto—and it is so inexpensive 
in operation that it is opening up a vast untouched market for gas 
consumption... bringing the luxury of healthy hot water to homes 
that could never before afford it. 


The American-Bosch Konverto places gas companies in a better 
position than ever to compete successfully with other fuels. ..to 
acquire new customers...to keep present customers permanently 
sold on gas. Here are just a few of its many advantages: 


1. Economy. In first cost it is remarkably inexpensive. 
2. Low gas consumption. Amazingly economical on gas consumption. The 
Konverto makes old, inconvenient methods unnecessarily extravagant. 


3. Ease of installation. it converts the old-fashioned manval type of coal 
and gas heated tank into a modern automatic storage system, with only 
a minor installation. No pipe or pipe fittings need be used. All connections 
may be made with tubing. ; 


4. Automatic operation. The Konverto requires no attention whatsoever. 
Its construction is simple and completely automatic. 


The American-Bosch Konverto has been so enthusiastically received 
by the public that many gas companies are planning to feature it 
- in their Spring sales promotions. If you would like to know more 

about Konverto we will be glad to send you complete information. 
American- Bosch, the makers of Kompak and Konverto water heaters, have for years 
taken pride in creating, designing, building, and selling products superior to those com 
monly in use. Proven leaders in their fields, these products are built up to a high 
standard of quality and not down to a price. 


Gas Appliance Division 
UNITED AMERICAN BOSCH CORPORATION 








, 
NEW YORK : CHICAGO BOSTON PITTSBURGH 

The American-Bosch Konverto is compact... remarkably low in gas con- 

sumption and absolutely odorless. American-Bosch insulating jocket is 

provided for the boiler. This jacket; ready formed of 5 ply, air-cell asbes- 

tos, is simple to install, and imp the app e of the boiler. ee) ¥ 








AMERICAN-BOSCH KONVERTO 
AUTOMATIC GAS WATER HEATER 
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Sell Automatic Gas Heat to the 
“Shirt-Sleeve” Class 


By STUART BRATESMAN 


Manager, Display Department, Boston Consolidated Gas Company 





WwW ITH the general reduction in 
gas heating rates throughout 

the einer, the progressive gas com- 
can utilize this effective selling 

to boost heating sales. This 

' reduced cost s gas heating with- 
in the reach of man of average 
mcome; in other words, we can now 
fog and sell the “shirt-sleeve” 


In planning your heating advertis- 


ing program for the next year, in- 


Seetece expenditure for window dis- 
This inexpensive medium will 


ach hundreds of prospective house 
_ heating customers. It is one activity 

that should be pushed twelve months 
of the year. If there was any method 
of actually checking heating sales 





I venture to say that there would be 
a big demand for this medium in the 
industry. As it is, most gas compa- 
are using window displays more 
1 in the rie to promote heating 
The big point to keep in mind 
the expenditure large 




























enough to really do the job right. 
Too many companies spend a very 
little, and then sit back and wait for 





tremendous returns. This procedure 
is almost as foolish as spending no 
money at all, especially in heating 
advertising. More and more gas com- 
panies have increased their display 
budgets this year, which would seem 
to indicate that this medium is pay- 
ing regular dividends in direct and 
indirect sales. 

Shown on this page are two ex- 
amples of gas heating window dis- 
plays that a to the man of aver- 
age income, instead of the rich man. 
Both angles sell the subject with 
spoken copy and both attempt to ac- 
tually address the “shirt-sleeve” class. 

There is a chuckle behind the dis- 
play designed around the lazy theme. 
The expression and attitude of the 
“subject” is one of universal appeal 
and understanding, The copy also 
carries out this natural dislike for 
labor in any rag One line, “per- 
haps that’s why I changed to Gas 
Heat,” forms a complete sales tie- 
in. No need for for rambling equipment 
advantages, Gas heating is 


brought into re picture on the wings 


of a good laugh, not forced down 
the reader’s throat in the form of a 
monotonous list of features. 

The other display is self-explana- 
tory, in that it presents the story in 
logical terms and even goes so far 
as to show a modern young man in 
his shirt-sleeves, as a quick tie-in 
with the theme in question. 

You will notice that neither of 
these displays show the actual heat- 
ing appliance. Photostatic enlarge- 
ments are used to give the reader a 
rough idea of what the boiler looks 
like. The main purpose of these ad- 
vertisements is to attract attention, 
through their human-interest and 
“shirt-sleeve” appeals. It’s up to the 
heating salesman to carry out the 
story with complete details, surveys, 
estimated costs, etc. A successful 
piece of gas heating display adver- 
tising should only arouse interest, 
nothing else. 

Give this “shirt-sleeve” angle a try 
im your next set of house heating 
window displays. It’s another inter- 
esting variation of the gas heating 
story that will bring gratifying re- 
sults. 


sities 


Salesman’s 
Survey Card 


THE card reproduced herewith is 

one used by the Minneapolis, 
Minn., Northern Power Company 
for their salesmen. 

Addressograph meter plate is used 
in blank space at the top. This 
method gives names of all gas users 
on a street. 

Cards are made out when the 
meter is set, one for the master file 
at the division office and one for the 
salesman covering the territory. 


1 2 3. 4 5s 6 
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$2.50 a Month 








5. Automatic lighting. — 
9 Close, pure, treah air civewtat- 
oven, 


in U. S. in 1934 * ome © om & orien 


11 Ne mechanical up-heep. 

12. Setected at Century of Progress 
iy aeOR EL pies 

PLUS the fect thet new low rates 

are better than ewer, and apply to 

ALL customers. » 


Gladly Show This Gas 
Appliance. 


Recent advertisement of Nashville, Tenn., Gas and Heating Co. 


File is kept by streets to concen- 
trate calls and if a new salesman 
takes over the territory a new set of 
cards is made up, so that remarks 
or notations of failure to close are 
not inherited by the new man. 


7 8 S 10 "1 12 


HEATING INFORMATION 





As a rule a new set of cards is 
made up each year by each sales- 
man. e tab corresponding to the 
number before each appli is cut 
off as soon as the appliance is sold, 
thus the remaining tabs are always 
prospects. 


acansinee ameter 
Salesmen’s 
Compensation 


“We adopted a plan, beginning 
August Ist, agreeing to give as a 
bonus to our employes, all profit 
earned on appliance sales, payable in 
June and December. In additi 
the salesman’s salary, and 
sion, we pay 5% on all money col- 
lected with contract, at the time of 
the sale. The plan so fards ye | 
as we find we collect more cash wi 
our orders and make more cash sales. 

“Our plan of permitting our un- 
Paice consumers to work out 
their gas and merchandise accounts 
has created considerable good will in 
our territory. We confine all our ex- 
tra work to unemployed & con- 
sumers. The Illinois Co., 
Lawrenceville, Il. 
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Operating Division of N. E. G. A. 
Holds Annual Meeting 


By STAFF CORRESPONDENT 


HE Annual Operating Division 
meeting of the New England 
Gas Association opened in Boston, 
Mass., at 6:30 P. M. Friday, Jan- 
uary il, 1935. A dinner attended by 
more than 80 members and guests 
preceded the formal meeting. 
Chairman R. S. Carter ew the 
meeting by calling upon David R. 
Seiendtary of the N. E. 
Gas Association, to summarize the 
"s activities of the operating di- 
Vision, The keen competition be- 
tween the various eg Pan 
outstanding feature of the as 
_ Association and produces much of 
benefit for those attending. 
‘Then followed the a of of- 
bi of the operating section for 


FM Go Goodwin, President of 


os ‘Gas Association was cercent 
pe praise of the operating division 
- for its numerous activities and high 


3 _ of the presentations during 





Cae . Carter spoke of the coopera- 
“tion he had received from officers 
‘and. members during the year and 
A for more Sees. 

r. Erick Larson’s paper, “The 
j s Place in Today’s Pic- 
ture,” reproduced in another part of 
this issue, brought out some interest- 
‘ing facts on the present day status 
of the engineer. 


Peak Load Problems 


In his paper on “Increasing Plant 
‘and Distribution Capacity for Peak 
gg: eta W. Schell, Supt. of 

Gas Light Co., de- 

some unique methods by 
plant capacity was increased 
a comparatively small capital 
He brought out how often 
Capacity was increased by pre- 
vention of air binding which a study 
indicated to exist. gt exhauster 
was limited by the pressure 

ps se on the cxiuaeier outlet, a 
supplementary exhauster could be 
installed between the purifiers and 
the holders. The difficulties of syn- 
izing this exhauster with the 
initial uster ahead of the scrub- 


ee 


ie 


bers and coolers had been minor and 


easily overcome. The supplementing 
exhauster is used only during per- 
iods of peak manufacturing demands 
which occur infrequently during the 
year. 


Handling Appliances 


J. L. Johnson, Sales Manager at 
Providence, read Mr. A. D. Hiost’s 
paper on “Handling Enameled Ap- 
pliances.” Mr. Hiost is Purchasing 
Agent for the Providence Gas Com- 
pany. Most ranges are today deliv- 
ered by truck and truckmen dislike 
to wait for an inspection. However, 
Mr. Hiost described a method of in- 
spection by the storeroom immedi- 
ately following delivery with the 
truckman present, which has in- 
creased the care with which truck- 
men handle ranges. Care in han- 
dling is particularly valuable in mini- 
mizing cracking, chipping and spoil- 
ing after a range has been in serv- 
ice. Careless handling may result 
in an injury only apparent after sev- 
eral heatings of the range. A com- 
plaint of faulty enamel after a range 
has been used is particularly difficult 
to settle as there is seldom a clue to 
the cause. He described a method 
of setting each range in the store- 
room on a lift truck, thereby mini- 
mizing touching ranges with hands. 

Mr. R. B. Wright of the Glen- 
wood Range Company, read a dis- 
cussion on Mr, Hiost’s paper by Mr. 
Malcolm Leach, Sales Manager of 
his company. The extreme care tak- 
en by manufacturers to assure a per- 
fect finished enamel product was 
described. After treatment of the 
metal surfaces even the touch of a 
hand may cause an imperfection in 
the finished product. Coating has 
been intensively studied by manufac- 
turers and a decided decrease in 
shipping damage noted. The use of 
extra heavy material in the crates 
was long considered advisable to re- 
sist impacts during shipping. Ship- 
pers, however, assumed the heavy 
crates would stand rough handling 
and took no precautions. The use 
of light materials for constructing 
the crates lessened the damage. En- 
ameled ranges were originally 





wrapped in paper before crating. 
Putting the wrapper so handlers 
could see the nature of the goods 
still further decreased damage in 
transit. 

The meeting was then opened for 
discussion of the papers during 
which many interesting questions 
were asked. 

The Saturday morning session 
was opened promptly at 9:30 A. M. 
by Chairman R. S. Carter. 


Jacking a 48” Pipe 

Mr. C. S. Beaudry, Engineer of 
Malden and Melrose Gas Light Co., 
presented a paper illustrated by 
slides on “Jacking a 48” Pipe Under 
a Railroad Main Line.” The pur- 
pose of the installation was to pro- 
vide a duct through which steam, 
water and electric lines could be run 
from the plant across the main dou- 
ble tracked line of the B. & A. rail- 
road a distance of approximately 75 
feet to the holder station. Railroad 
records were searched to determine 


‘the nature of the fill and thickness 


of a concrete retaining wall on the 
plant side, but the records were in- 
complete. The first difficulty was 
that the retaining wall at the duct 
level was found to be 7 feet thick. 
The fill encountered initially was 
cinders. After jacking the duct ap- 
proximately 20 feet further effort 
crushed the pipe. However the 20 
feet driven t the front end 
close to the first track and an open 
cut was made exposing the section 
driven. The railroad objection to all 
open cuts was overcome by pushing 
a section for a distance of 35 feet, 


the fill havi ae in character 
to one more le to driving. The 
driven section: red the tracks and 


the remaining section was installed 
by an open cut. 

* The pipe used was galvanized, 
corrugated steel. On exposing the 
first driven section the galvanizing 
was found to be in excellent condi- 
tion justifying the selection. Corru- 
gated pipe was selected due to its 
higher total strength compared with 
plain steel of the same wall thick- 


ness, 
(Continued on page 56) 
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BarrierrHaywanp 


A complete organization—the result of years of pioneering and 
aggressive leadership in the American Gas Industry—is eminently 
qualified to assume the responsibility, from start to finish of any project 
you thay be contemplating. 

















A well rounded, completely equipped organization with 
UNDIVIDED RESPONSIBILITY 
gives you assurance of economy. 











Tae Barrierr Haywarp Co. 


BALTIMORE, FOUNDED MARYLAND q 
1832 : 


Coal Gas, Carburetted Water Gas, Blue Water Gas, By-Product Plants—De Brouwer Charging 4 
and Discharging Machines—Waste Heat Boilers—Purifiers—Tar Extractors—Condensers—Feld i, 
Scrubbers—Safety Check Valves—Fast’s Couplings—Tanks—Dry and Water Seal Holders if 
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Gas Hair Dryers a 
Profitable Gas Load 





Typical Beauty Parlor Installation 


(THERE are approximately 57,000 
™ beauty parlors in the United 


‘States. Up to a few years ago prac- 


tic every machine for hair drying 
was operated 100 per cent by elec- 
, Now a number of companies 
ing hair drying apparatus 
sing gas as a fuel with great econo- 
mies in operation to the beauty par- 
wary ~~ a constantly increas- 
or the gas company. 
beauty shop using a gas hair 
yer is a powerful and practical 
argument in favor of gas. Every 
woman will know that this task was 
performed by electricity. 
be sure to notice that the 
dryer is automatic—the operator 
cay to turn a switch to start the 
tr of warm air. The speed of oper- 
the fact that the drying 
id not raise the temperature 
will immediately impress 
favorable reaction of this 
this modern and efficient 
cannot help but go a long 
rd overcoming any doubts 
ight have as to the desirability 
oo cooking, water heat- 
heating. 


: 


Ly 


> 


i 


E 


all 


: 


A 


gas consumption of a gas 

dryer varies with the number of hel- 
mets in operation. A four helmet 
dryer, delivering air at 

or consumes about 30 cu. ft. of 
‘btu. gas per hour, whereas a 


12 helmet machine at the same air 
temperature consumes about -52 cu. 
ft. per hour, 

The cost of operating the gas fired 
dryer as compared with the all elec- 
tric hair dryer runs from 40% to 
50% less for the gas dryer. 

Practically every beauty parlor 
now uses gas for heating marcel 
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irons, etc. Therefore the installation 
of gas hair dryers does not add any 
overhead expense to the gas com- 
pany but they will increase the gas 
load from 1000 to 1500 per cent. 

The desirability of this gas load is 
now being considered by many gas 
companies. The Dallas Gas Co., 
Dallas, Tex., announces that owing 
to the interest in hair dryers ex- 
pressed by the jobbers of beauty shop 
supplies in Dallas, the gas company 
is arranging for a display and dem- 
onstration of this equipment in the 
auditorium of the Dallas Gas Com- 
pany during the days and evenings 
of February 4th and 5th. The job- 
bers will be assigned space and the 
gas company will see that the equip- 
ment is properly connected so far as 
gas connections are concerned. All 
beauty shop proprietors in Dallas and 
surrounding territory will be invited 
to attend the demonstration. 

The chart and cut shown are by 
courtesy of Halliwell, Inc., 100 Sixth 
Avenue, New York. Their De Luxe 
Gas-Electric System Hairdryer is 
equipped with a small motor, a Bar- 
ber safety pilot gas burner and is 
thermostatically controlled, which in- 
sures uniform heated air to the dry- 
ing helmets. 
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... + Here’s A Load-Building Suggestion! 


GGRESSIVE Gas Companies now realize the 
necessity of developing more business from 
new fuel users. A few typical appliances through 
which the consumption of gas may be extended 
are listed below. There are of course many others. 


With this purpose in mind, the Barber Gas 
Burner Co., Gas Burner Specialists, have devel- 
oped an absolutely new line of burners for com- 
mercial purposes. Each of these new Barber units 
(of which there are six models, in several sizes) 
is specifically designed for its own purpose. A 
feature of utmost importance is that each unit is 


equipped with fully Automatic (built-in) Safety 
Pilot Control. 


Furthermore, when Gas Companies encounter dif- 
ficulties through the use of imperfectly designed 
or unsuitable burners in appliances which the Gas 
Companies help to merchandise, we suggest that 
such appliance manufacturers be put in touch with 
the Engineering Department of the Barber Gas 
Burner Co. The co-operation of both Gas Com- 
panies and Manufacturers is invited. Write for 
Illustrated Bulletin No, 1234A. 
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. 5% a Space Heaters Steam Tables 
Sterilizers Water Heaters 
Coffee Urns Floor Furnaces 





Garage Heaters Hair Dryers 
Banana Room Heaters 
Circulating Heaters 
Clothes Dryers Coffee Roasters 
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No. 8.P-15 Barber Burner 
with Safety Pilet 


BARBER 


Jet 


THE BARBER GAS BURNER CO. 
3704 Superior Ave., Cleveland, Ohio 


Automatic 


Gas 





Neo. M.P-12 Barber Burner with Safety Pilot 
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IF YOU KNOW NEW YORK 
YOU KNOW THE 


Convenient to the places where smart, eager people want 
to go, the Hotel Montclair is well known and liked by 


New Yorkers themselves. 


HOTEL 
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Here is a good place to dine—to dance—to meet 
friends as well as to stop when coming from out-of-town. 
The leading Fifth Avenue shops, Radio City and the 
Broadway theatres are within walking distance. In bad 
weather, you can use the convenient buses for almost any 
place you want to go. 


The cost of the beautifully appointed, comfortable rooms 
at the Montclair is indeed moderate for 
New York. 


800 outside rooms with Bath, Shower, Radio 


SINGLE from $2.50 
DOUBLE from $3.50 


RESERVATIONS ARE RECOMMENDED 
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Two New Products of Pittsburgh 
Equitable Meter Co. 


The Pittsburgh Equitable Meter Com 
pany, Pittsburgh, Pa., has developed tw: 
products of interest to gas men who are 
merchandising the Servel Electrolux Re- 
frigerators, the EMCO Safety-Seal Pres 
sure Regulator and the EMCO Flow 
Indicating Meter. 

The EMCO Safety-Seal Pressure 
Regulator fills the need for a small com- 
pact gas pressure regulator for gas re- 
frigerator installations where it is im- 
possible to run vent lines to the ope. air 

Two diaphragms are incorporated in 
the design of fhis regulator. In the event 
of control diaphragm failure or seepage 
through the control diaphragm, the gas 
flow is automatically cut off through the 
medium of the second diaphragm. This 
tegulator, in addition to the safety fea- 
ture, gives very accurate pressure con- 
trol and is subject to simple and easy 


EMCO Flow Indicating Meter 
provides an accurate instantaneous read- 


Emco Safety 
Seal Regulator 





Indicating 
Meter 


ing of small rates of flow in actual cubic 
feet per hour. It is indispensable in set- 


br Servel Electrolux Refrigerators, 
djusting pilot lights, studying leakage, 
etc. 

Through use of the EMCO Flow In- 


dicating Meter rate of flow is shown in- 
stantaneously without the necessity of 
timing or computation. 
Bulletins describing these two appli- 
ances in detail and giving prices may be 
had by writing the company. 
ee eae 
New Tinnerman Gas Range 


Tinnerman Stove & Range Co., Cleve- 
land, O., announce their new Streamline 
model gas ranges. The illustration shows 
the regular utility model, which has an 
overall size of 22” x 40”. The four 
burners are arranged in line across the 
back of top, the remaining space provid- 
ing 2 convenient table top for the prepa- 








New Tinnerman Gas Range 


ration of meals. The burners are of a 
new type, non-clogging, and two burners 


are equipped with automatic simmer 
flame controls. Concealed behind the 
door on the left side of the stove is a 
large utensil compartment, and on the 


back of the door is a rack for pot covers. 
Oven and broiler are to be found on the 
right-hand side. 

It has a new type “piano stool” rotary 
that can be raised or lowered 
without stooping. They are equipped with 


broiler 


heat regulator, a condiment set, lamp and. 


automatic timer. 






New 3-Way Backrun Semet- 


Solvay Valve 
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Introduce “Numerals in Colors” 
for Multiple-Point Recording 


Reading of multiple-point instrument 
records is greatly simplified by a new 
system of “numerals in colors” intro- 
duced by Leeds & Northrup Company, 
Philadelphia. This marking ‘system 
can be specified on Micromax strip- 
chart recorders for 2, 3, 4 or 6 points. 
With each of the thermocouples, re- 
sistance thermometer bulbs or other 
primary elements identified on the chart 
by a numeral, and each numeral dis- 
tinguished from the others by being 
printed in a contrasting color, reading 
of records is made easy, errors are 
avoided and time is saved. Colors used 
for printing the numerals are: black, 
green, red, violet, yellow and blue. 

The print-wheel on these Micromax 
Multiple-Point Recorders has a _ sepa- 
rate inking pad for each point to be 
recorded. 

A circular giving further details and 
showing a reproduction of an actual 
chart in all six colors will be sent on 
request. Address the above Company 
and ask for Circular No. 314-I. 


————_ 
New 3-Way Backrun Valve 


Semet-Solvay Engineering Corp., 40 
Rector St.. New York, announce a new 
3-Way Backrun Valve for water gas 
machines. It is designed to meet the more 
exacting demands that come with heavy 
oil carburetion. ’ 

A quick opening door, full height of 
the box, allows easy access for inspection, 
cleaning, and replacement of any water- 
ing parts. It has dish welded steel discs, 
and disc seats are removable. It has two 
large bearings always in alignment, one 
above the box and the other partially out- 
side, both cooled by radiation. An ade- 


quate spray system reduces carbon and 
tar accumulations when running on heavy 
oil. They are built for any size and type 
of water gas machine. 
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Gas Fuel Unit Saves Its Cost in Three Years 


HE Dickson-Jenkins Company are 

makers of high-grade work clothes 
and sport garments in Ft. Worth, Texas, 
employing some 400 workers and using 350 
motor-driven machines, not to mention 
their requirements of current for light- 
ing and elevator service. They were pay- 
ing never less than $325 and sometimes 
as much as $500 a month to the local 
light and power company. They believed 
they could do better. Accordingly, in 
1932, a 3-cylinder gas engine and an al- 
ternating-current generator were in- 
stalled, with the result that the monthly 

























bills for power now average $117. The 
monthly saving, as reckoned by respon- 
sible officers of the company, is $240 to 
$260 a month, at which rate the invest- 


ment involved would be cancelled in 
about three years. The figure of present 
cost, $117 a month, is made up of fuel, 
$94; lubrication, $8; and water, $15. It 
includes no labor charge because the 
time devoted has been only about one 
man-hour a day and the two general re- 
pair men regularly employed have. been 
able to afford that without any hardship 
or neglect of other duties. There have 
been no repairs or replacements needed 
and it is not likely that any will be called 
for in the near future. Therefore, on an 
outfit that owes the company nothing, it 


47 


has not seemed necessary to enter into 
any analysis of depreciation. Neither, on 
the other hand, does the quick comparison 
just given take account of the fact that 
the working force has been enlarged, that 
new machines -have been added increas- 
ing the motor load by twelve horsepower, 
and that the costs if the former method 
were still followed would have gone up, 
accordingly. 

The installation adopted was a Cooper- 
Bessemer 4-cycle vertical gas engine of 
3-cylinder type with 11%-inch bore and 
14-inch stroke, and a General Electric al- 
ternating-current generator with a direct- 
connected exciter, the engine being har- 
nessed to the generator by a V-belt 
drive. The engine, though designed 
for normal rating of 135 horsepower 
at 360 rp.m., was reduced to 110 
horsepower at 330 revolutions, which was 
adequate for all anticiptaed needs. The 
plant operates 8 to 10 hours daily—on 
double shift it would show even better 
economy. The natural gas used as fuel 
costs 50 cents a thousand for the first 
hundred thousand cubic feet, 30 cents for 
the next hundred thousand, and 25 cents 
for all additional consumption. 

Mr. P. Jenkins, Vice President of the 
Dickson-Jenkins Manufacturing Com- 
pany, vouches for the correctness of the 
statements of fact here given and is very 
enthusiastic over the experience of his 
company in commanding its own source 
of power. 





Cooper-Bessemer in- 
stallation in Dick- 
son Jenkins Factory 
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STACEY-KLONNE GAS HOLDERS 
TELESCOP L Ss 








A SIGNIFICANT STATEMENT 


T HROUGHOUT the depression this sound old company has 

continued, without interruption its high type of service to 
users of gas holding and purifying equipment. This is a fact of 
real significance for the careful purchaser of this type of equip- 
Let us quote you on famous Stacey-Klonne Dry Seal 
Holders, Telescopic Holders, or Stacey Bullet High Pressure 
Holders, Purifiers, Tanks and other plate work. 


ment. 





‘GAS CONSTRUCTICN CO, 


Cincinnati Ohio “STACEY BULLET” sini PRESSURE HOLDERS 
’ 
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Foxboro “Anti-Ambi”’ 
Thermometer 


‘The Foxboro Co., Foxboro, Mass., in 


Bulletin 178 describes the Foxboro 
“Anti-Ambi” thermometer for gas tem- 
perature measurements. This thermom- 
eter is not affected by the changes in 
temperature surrounding the case and 
tubing, thus eliminating all possibility of 
error due to ambient temperatures. It is 
fully compensated and accurately records 
temperatures up to 250 degrees. 

It is designed with two identical 
thermal elements except that one is with- 





out a bulb. 


resets 
change 


The compensating element 
the recording element with 
of ambient temperature— 
ies the other. There is no oppos- 
compensating element‘ is 
omatic zero setting device. 
in an accurate bulb tempera- 
The same filling and the 
of volumes is used in both 


i 
Gj 


HE 
iH 


design there are no cams, com- 
ing levers, bi-metallic strips, nor 
ding, detent, or opposing action of 


i 


4 


that for extreme accuracy 
abnormal conditions there is no 
long-distance thermometer that will 
answer the purpose as well as the’ “Anti- 


A copy of Bulletin will be mailed on 
ee ee 


To Reorganize 

Indiana Utilities Corporation of 

Ind., a natural gas distributing 

‘ has filed a petition in the Fed- 
in 


ie (He 


i 


court Indianapolis seking to re- 
company went into receiv- 
three years ago. 


f 





are 
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New Gas Rates at Tipton, Ind. 


New gas rates for Tipton, Ind., became 
effective Jan. 2. The reductions were 
made by the Indiana Public Service Com- 
pany. The old complicated schedule of 
rates was abolished and a simple two- 
rate schedule, one for residences and one 
for business and industrial establish- 
ments, was substituted. Although the 
minimum charge remains $1 a month, the 
price for the first 2,000 cubic feet of gas 
now is $1.60, a reduction of about 10 per 
cent. For the third, fourth and fifth 
thousands of cubic feet the rate will be 
$1 a 1,000. For commercial purposes the 
first step is $1 a 1,000 for the first 8,000 
cubic feet. Similar rates will apply to 
Noblesville, Cicero, Atlanta and other 
localities served by the same company. 


ae 


Gary Electric and Gas Co. 
Reorganized 


Reorganization of the Gary Heat, Light 
and Water Company’s holding company, 
the Gary (Ind.) Electric and Gas Com- 
pany of Delaware, recently was com- 
pleted in Indianapolis when directors and 
officials met and made effective a new 
plan of operation approved last October 
in the United States district court in 
Chicago. 

The reorganization was effected under 
section 77-B of the new federal bank- 
ruptcy act. Cardinal feature of the plan 
is extension of 10 years, or until July 1, 
1944, of the maturity date of $8,000,000 
of the Delaware company’s first lien, col- 
lateral, 5 per cent gold bonds. This issue 
fell due last July 1, but the company was 
unable to retire it. Thereupon a reor- 
ganization was sought, with the sanction 
of nearly all the shareholders, 

The 5 per cent rate of interest will be 
continued through the extevded period 
and a sinking fund created for pur- 
chase of bonds an issuance of stock 
certificates for each $1,000 bond. Holders 
will be able to exchange these certificates 
for 15 shares of the company’s stock 
without cost, according to John N. 
Shannahan, chairman of the directors. 


excesses 


1935 Edition, A.S.H.V.E. Guide 


The 13th edition of “The Guide,” pub- 
lished annually by the American Society 
of Heating and Ventilating Engineers, 
has just been released. 

Though the Guide Publication Com- 
mittee has produced a new book, it has 
retained from the older ones those data 
which are basic and fundamental and it 
has made additions and changes to cover 
new developments in both theory and 
practice. More than 200 engineering 
specialists have helped in the preparation 
of The Guide, 1935. This work of 
the members and sub-committees has been 
correlated and edited by the Guide Pub- 





lication Committee: Walter L. Fleisher, 
Chairman; John Howatt, Prof. G. L. 
Larson, Samuel R. Lewis, E. N. McDon- 
nell, Prof. W. M. Sawdon, and J. H. 
Walker, with J. L. Blackshaw as techni- 
cal assistant. 

The Guide, 1935, has three divisions: 
The Technical Data Section, pages 1 to 
706, is a reference book and text, which 
in its 41 chapters covers the fields of 
heating, air conditioning, cooling, insula- 
tion and ventilation in their theoretical 
and practical aspects. Starting with fac- 
tors fundamental to heating and air con- 
ditioning—air properties, air distribution, 
ventilation requirements, heat transmis- 
sion co-efficients of materials and of 
various structures—it carries on through 
discussions of the many types of heating, 
cooling, and conditioning needed, with 
their, applications and methods of accom- 
plishment. It here treats of systems of 
heating, cooling, and air conditioning; of 
fuels; of apparatus and machinery; of 
test methods and instruments. 

A chapter on sound control considers 
the theory and practice of insulating 
against sound and automatic control de- 
vices are fully covered. The machinery 
and instruments needed for the devices 
and systems discussed are described in 
detail. The concluding chapter gives ab- 
breviations, values, symbols and conver- 
sion equations for the terms used in this 
text and related ones. 

Wholly new this year in addition to an 
inserted psychrometric chart is the sec- 


‘tion called Problems in Practice: which 


supplement Chapters 1 to 40, in the form 
of questions and answers relating to the 
material presented. These practical treat- 
ments summarize each chapter in an inter- 
esting and instructive way, and it is felt 
that this added feature will prove of 
great value to users of The Guide. A 
more comprehensive index to the Tech- 
nical Data Section has been made in or- 
der that references may be more quick- 
ly checked in the text. 

There are 1024 pages in The Guide, 
1935, which bound in a flexible red cover, 
6 x 9 inches in size, can be obtained from 
the American Society of Heating and 
Ventilating Engineers, 51 Madison Ave., 
New York, N. Y., at a cost of $5.00 per 


copy. : 
Record Appliance Sales in 1934 


Brooklyn Union Gas Co. Brooklyn, 
N. Y., report retail sales of gas appliances 
in 1934 of $1,519,899.22 which is $50,812.85 
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SUPERIOR 


Gas Meters 
Provers 

Service Cleaners 
Diaphragms 
Repairs 


SUPERIOR 
METER CO. | 


167-41st Street 
Brooklyn, N. Y. 






































CRAFTSMANSHIP 


ln THE BUILDING of pipe systems, requiring fittings of complicated 
design and fabrication Semet-Solvay manufacture is marked by the 
highest type of craftsmanship obtainable. 


SPECIALLY designed machinery, existing in no other shops, cuts sheets 
or tubing accurately to specification, permitting perfect welding and 
resulting in even, smooth, strong seams. 


WITH YEARS of experience in the building of piping, tanks, stills, 
shells, and other plant equipment, Semet-Solvay has perfected stand- 
ardized production methods, flexible enough for every construction job. 


USE THESE facilities when planning or buying your apparatus. They 
insure long service, a minimum of maintenance, true economy and sat- 
isfactory operating results. 


SEMET-SOLVAY 


ENGINEERING CORPORATION 
so RECTOR ST. NEW YORK, N.Y 
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Statement by John J. O’Brien, 
Pres. Standard Gas & 
Electric Co. 


In.a statement prepared by John | 
O’Brien, President, Standard Gas & 
Electric Co., Chicago, IIl., he outlines the 
plans for improvements and extensions 
of service by his company, and touches 
on a few of the problems confronting 
the industry. The statement in part fol- 


“Improvement over a year ago is suf- 
ficiently evident so far as volume of busi- 
méss is concerned to justify in 1935 a 
policy of aggressive load building by 
companies in the Standard Gas and Elec- 
tric Company system. Such expenditures 
as seem advisable for improvements and 


of confidence as to the future, since 
these companies are rendering efficient 
service at reasonable rates and have the 
will of their customers. Public 


backing all business recovery efforts of 
a local nature including the moderniza- 
tion drive now under way directed by 
the Federal Housing Administration. 
Executives of our various companies ex- 

keen interest in the concerted ef- 
che being to stimulate business 
that these efforts will 
actor in the improvement 
that has been predicted for 1935. 

“It is in the belicf that public utility 
pg can and should be leaders in 
ery that extraordinary ef- 

¢ Eats by the Standard Gas 
a has Electric Company group to increase 

the use of their services in the new year. 


directed against 
the electric utilities has had a hampering 
effect, and the more it is persisted in 


structure will be done by impairing the 
progress of a key industry. The nature 
of utility services is such, however, that, 
© a certain degree, it continues to be 
yed even under adverse conditions. 
utiilties must wage an 
with the forces of na- 





are rendering constantly better 
lespite lightning, hurricanes and 


ture, and 


service 


floods, they will in the long run be 
strengthened by having to fight their 
way against political storms as well. 
Right now, however, it appears that pro- 


ponents of recovery should treat the in- 
dustry not as an enemy, but as an ally, 
and should adopt a policy of conciliation 
and cooperation rather than one of op- 
po sitio: n. It has burdens enough without 
government competition, which with in- 
taxes and rising costs, threatens 


creasing 


to more teak offset the benefits derived 
from increased business.” 
cienalleeeliea 
Gas Refrigeration “Prosperity 
Contest” 


Plans for a nationwide gas refrigerator 
sales campaign under the sponsorship of 
the American Gas Association Refrigera- 
tion Committee during April; May and 
June of this year were approved at a 
meeting of the Committee held here on 
January 7, at the A.G.A. headquarters in 
the Graybar Building. The meeting was 
called by John J. Quinn of the Boston 
ated Gas Company, 1935 chair- 
man of the Refrigeration Committee. 

The forthcoming Spring campaign to 
be known as the “Prosperity Contest,” 
will be conducted on a much larger scale 
than that of the “Go-Getter Contest” in 
the Spring a year ago when six blue 
vases were bestowed as trophies to win- 
ning gas companies in addition to cash 
awards, it was announced after the 
meeting 

Speakers at the meeting referred to 
contest in 1934 as “the 


Consolid 


the “blue vase” 
most stupendous campaign ever con- 
ducted by the gas industry,” and pre- 


dicted that “this new 1935 campaign will 
be better and greater than anything 
hitherto attempted.” Announcement was 
made that “hundreds of prizes will be 
awarded for the sale of Electrolux. re- 
frigerators during the months of April, 
May and June in the present year.” 
The Refrigeration Committee had sent 
out to all A.G.A. gas company members 
to reserve the period from April 1 to 
June 30 for the “Prosperity Contest.” 





















(S MANUFACTURING CO. 


SINCE 1869 Hays has 
built dependable brass 
products for the Gas 
Industry. Standard Special 
Weight, Heavy Pattern 
and High Pressure Stops 
to meet all requirements 
are manufactured by 
Hays in a full range of 
sizes. Write for Catalog 


No. 4 today. 
ERIE. PA. 
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Convention Calendar 


Fe 


bruary 
14-15 New England Gas Associa- 


tion, annual convention, 
Hotel Statler, Boston. 


14-15 American Gas Association 


Mid-West Regional Gas 
Sales Conference, Hotel 
Sherman, Chicago, Ill. W. L. 
Jones, St. Louis County Gas 
Co., Webster Groves, Mo., 
chairman. A regional Home 
Service Conference will fol- 
low the sales conference on 
Saturday morning, February 
16. 


14-15 Conference on electric and 


20-22 American Gas 


28-1 


oxy-acetylene welding, Texas 
Technological College, Lub- 
bock, Tex. Address inquiries 
to Prof. H. F. Godeke. 
Association 
Southern-Southwestern Re- 
gional Gas Sales Conference, 
Dallas, Tex. W. A. Hudson, 
Birmingham (Ala.) Gas Co., 
chairman. 

February-March 
American Gas Association 
Eastern Natural Gas Sales 
Conference; William Penn 
Hotel, Pittsburgh, Pa. W. L. 
Hutcheson, Manufacturers 
Light & Heat Co. Pitts- 
burgh, chairman. 


April 


15-17 Mid-West: Gas Association, 


annual convention, Hotel 
Fontenelle, Omaha, Neb. R. 
B. Searing, sec., 302 Utilities 
Building, Sioux City, Ia. 


25-26 Missouri Association of 


7-9 


13-15 American 


Public Utilities, annual con- 


vention, President Hotel, 
Kansas City, Mo. N. R. 


Beagle, sec., 101 West High 
St, Jefferson City, Mo. 


May 


2-3-4 American Gas Association 


Distribution Conference, 
Hotel Cleveland, Cleveland, 
Ohio. 

Natural Gas Department, 
American Gas Association, 
annual convention, Hotel 
Peabody, Memphis, Tenn. 
Pennsylvania Gas Associa- 
tion, annual convention, Sky- 
top Club, Skytop, Pa. F. W. 
Lesley, secretary, York, Pa. 
Gas_ Association 
Production Conference, 


Hotel New Yorker, New 
York, N. Y¥. 
June 


10-11 Canadian Gas Association, 


annual convention, Quebec, 
George W. Allen, secretary, 
21 Astley Ave. Toronto, 
Canada. 


October 
14-18 American Gas Association, 


17th annual convention, At- 
lantic City, N. J. Alexander 
Forward, managing director. 
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STANDARDIZE 


” SPRAGUE 
CAST IRON GAS METERS 


REGULATORS 


low, medium, Pe high pressures 



















Accurate in Measurement. 


Economical in Service. 


THE SPRAGUE METER CO. 


BRIDGEPORT, CONN. 























The 


Outstanding 
Gas Purifying 
Material » » » 




















WATERS-GENTER CO. 
Minneapolis . . . Minn. 


Purifies much more gas 
than the same quantity of 
any other purifying ma- 
terial, while it also effects 
-the purification in much 
shorter time. 















iia Chace Thermostatic Bimetal 
iititas is used in many electrical 
Hil lise] appliances to automatically 
operate switches and controls. 
The Gas industry depends 
upon Chace for many auto- 
- a matic movements and safety 
HOSPITALITY (4 controls. Heating and Air 
y Conditioning is also largely 

BREQKFAST (raz dependent upon Chace 
‘ Bimetal to regulate tem- 

perature and for automatic 
working of important units. 
Sold in Sheets, Strips and 
in Shapes formed to your 
specifications. 



















THE ALPHA-LUX COMPANY, Inc. 
' 192 Front St., New York 
‘a  Iieae Philadelphia Chicago 
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Personals 


_ Sidney J. Ratcliffe has been appointed 
‘treasurer of The Peoples Natural Gas 
Company and the Columbia Natural Gas 
“Company, Pittsburgh, Pa., it was stated 
‘by Mr. J. B. Tonkin, president. 
' Mr. Charles H. Rupp, retiring treas- 
urer, is completing 32 years service. Mr 
‘Ratcliffe has been with the company 22 
‘years. For the past two years he has 
been assistant treasurer after a number 
‘of as chief clerk. 

. Oscar H. Graf is first assistant 
treasurer. H. Donald Borger has been 
made an assistant treasurer, a promotion 





Dr. Carleton B.. McCulloch has 
‘Deen elected a member of the board 
of trustees of the Citizens Gas Company, 


Indianapolis. The following directors 
‘also were elected at the trustees’ meet- 


, ee “coset G. A. Efroymson, 
Elan H. Evans, Walter B. Harding, 
A. H. Hornbrook, William H. Insley, C. 


IL. Clerk, Reginald H. Sullivan and 
‘Franklin Vonnegut. All directors were 
re-elected. 


P. Hanlon has been appointed 

manager of gas appliances of 

‘the Pub. Serv. Elec. & Gas Co., New- 

atk, N. J. Mr. Hanion has been in con- 

tinuous employ of Public Service and 

companies since 1893. Public 

Electric & Gas began on Jan. 2nd, 

to Pen Ries the new Business Depart- 
‘ment as the Sales Department. 


James C. Sackman, who has been 
of residential sales for the 
area of the Northern Ind. Pub. 





Protect Your 
| Industrial Installations. 
2 The 
~ “LOW WATER GAS 
CUT-OFF” 





P. M. LATTNER MFG. COMPANY 
CEDAR RAPIDS, IOWA 
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Serv. Co., has been promoted to mer- 
chandise sales supervisor of the gen- 
eral sales office in Hammond. He 


formerly lived in Gary. 


E. H. Sykes, division sales super- 
visor at Goshen, has been named sales 
supervisor of the Hammond division of 
the company. Waldo W. Schram, super- 
visor of industrial and commercial sales 
in Hammond, has been appointed division 
sales supervisor at Goshen. 


Theodore Dienst has been made 
manager of the Power and Gas Co. at 
Winchester, Ind. Mr. Dienst was former- 
ly connected with the Ohio Electric 
Power Co., at Sidney, O. 


Harry M. Green has been appointed 
Manager of Mechanical Goods Sales, Pa- 
cific Coast Division which is comprised 
of the Los Angeles, San Francisco, 
Portland, Seattle and Salt Lake City 
branches, was announced today by H. 
A. Everlien, Sales Manager, Mechanical 
Goods Division, United States Rubber 
Products, Inc. 

In his new position Mr. Green will 
coordinate his activities with those of 
J. B. Brady, General Manager of the 
Pacific Coast Division, with headquar- 
ters in San Francisco. In addition, he 
will continue as Manager of Mechanical 


Goods Sales in the San Francisco 
Branch 
Robert G. Hunt, vice-president of 


Byllesby Engineering and Management 
Corporation and Standard Gas and 
Electric Company, after thirty-nine 
years of service with the Byllesby or- 
ganization and predecessor companies, 
resigned on December 1 to retire to pri- 
vate life. Mr. Hunt plans to reside at 
Griffin, Georgia, forty miles south of 
Atlanta. 

In 1905 he was appointed manager of 
San Diego Consolidated Gas and Elec- 
tric Company—that company’s frst 
manager following its acquisition by H. 
M. Byliesby and Company. In 1906 he 
was transferred to Chicago and ap- 
pointed assistant to Arthur S. Huey, 
vice-president in charge of operation, 
H. M. Byllesby and Company. In 1923 
he was elected vice-president of the 
company in charge of property ——- 
tions 


Welding Conference 


The first annual welding conference on 
electric and acetylene welding will be 
held at Texas Technological College, 
Lubbock, Texas, Feb. 14 and 15, 1935. 

All manufacturers and jobbers of weld- 
ing equipment are invited to display and 
demonstrate their equipment. All persons 
interested in welding are invited to at- 
tend. There will be lectures, motion pic- 
tures, and demonstrations on various 
phases of welding. No charge will be 
made for the conference. Bring your 
welding glasses. Ample hotel accommo- 
dations can be obtained at reasonable 
rates. 

All inquiries should be ddressed to’ Pro- 
fessor H. F. Godeke, Professor of Me- 
chanical Engineering, Texas Tech., Lub- 
bock, Texas. 


E. W. Bixby Now With Pittsburgh 
Equitable 


The Pittsburgh Equitable Meter Com- 
pany, Pittsburgh, Pa., announce that Mr. 
E, W. Bixby: has joined their organiza- 
tion in a sales capacity. Mr. Bixby, who 
will be attached to the recently opened 


pact 
| 
| 
| 








E. N. Bixby 


Memphis office of this company at 67 
McCall Street, is very well known to the 
trade throughout the South, He was 
formerly Sales Manager for the Colum- 
bian Iron Works at Chattanooga, Tenn. 

Mr. Bixby will contact the trade in 
Chattanooga and other towns in Tennes- 
see as well as in Kentucky. He will rep- 
resent both the Pittsburgh Equitable 
Meter Company and its subsidiary or- 
ganization, the Merco Nordstrom Valve 
Company. 


a Sennen 


Max D. Rose Vice President Amer- 
ican Radiator Co. 


Max D. Rose, Eastern Sales Manager 
of the — Radiator Company, was 
recently elected vice-president of that 
company. Mr. Rose, who was appointed 
Eastern Sales Manager a year ago, en- 
tered the employ of the company in 
1906 immediately after his graduation 
from the University of Chicago. 

He was born in Decatur, Michigan. 
After four years of work for the com- 
pany as a salesman in Chicago and Wis- 
consin, he became assistant to the mana- 
ger of the Chicago branch in 1910. Three 
years later he was made manager of the 
Denver branch of the company which 
position he held until 1918 when he was 
appointed Assistant General Manager of 
Sales. 


SR eae 


N. M. Blanchard, Western Sales 
Se 


N. M. Blanchard has been appointed 
Western Sales Manager, involving the 
Northern tier of states from Minneapolis 
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100 Pounds or More 
Cut to Medium or 
Low 

Pressure 





GAs pressures of 
50 to 100 pounds 
or more in tanks or 
transmission lines 
are reduced to 

medium or low a 
pressure in the dis- OUTLET 

tribution system 


by the Fulton Tog- Fulton Toggled Reducing 
gled Reducing Reg- Regulator 
ulator. It can be 


equipped to operate with either natural or manufac- 
tured gas, maintaining the desired delivery pressure. 
For reversing furnaces, constructed with oversize 
valves. Also ada for control of By-Product Coke 
Oven Gas. Ask for Circular, No. 2573. 


THE CHAPLIN-FULTON MFG. COMPANY 
28-40 Penn Ave. Pittsburgh, Pa. 

















10,000,000 CU. FT. CAPACITY 


HIGH 


PRESSURE GAAS HOLDERS PRESSURE 


PURIFIERS - TANKS - CONDENSERS 
STEEL PLATE CONSTRUCTION 


INTEGRITY GOOD FAIR DEALING 


CRUSE-KI MPER CO. 


AM BLER.PA 
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1,500,000.C.F.H. 


INDUSTRIAL PLANTS PREFER 
CONNERSVILLE METERS 


te mar sggee ee pal peru 0s 
than 1,500,000 cu. ft. of 30-60 gas per hour, at 
pressure of 20 lbs., installed in a leadig 


Chicago 
packing house, is the largest single positive displace- 
ment meter ever supplied for acetic oxen 


Connersville Meters are acceptable to both 
producers and consumers because their 
accuracy is machined in, and is main by cast 
iren and steel construction throughout. 
is available. Ca- 
,000,000 cu. ft. per 


A wide range of sizes and t 
pacities range from 1000 to 
hour, for maximum peak line pressures up to 25 
— High-pressure types range up to 75 libs. Spe- 
to suit ‘almost any requirement. 
Write for Bulletin 40-B10 


[Roots 


CONNERSVILLE 


BLOWER CORPORATION 
12th & Columbia CONNERSVILLE, IND. 
New Y¥ 


ork—Chiecago—Pottstown, Pa. 
Boston — Pittsburgh — Detroit — St. Louis — San Franciseo — Los Angeles 


; ROC 


















TRADE NEWS 
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The Stacey Manufacturing Com- 
Again Operated as an 


tendon Company 


The Stacey Manufacturing Co. was 
. established in 1851 and operated as an in- 
‘dependent company until in 1931 it was 

by the International-Stacey 
See fly which, until recently, owned 
and controlled all of the outstanding 
stock. From early 1932 to December, 


1934, the Company was under the contro! 
of a Trustee. During that period all 


property, including plant machinery, field 
equipment, patterns, drawings 
and records remained intact 


engineering 
and the plant, as a whole, was properly 
maintained and kept in first class operat- 
condition. 


at 


In December, 1934, the organization 
so successfully operated The 
Stacey Manufacturing Company prior to 
1931, purchased outright from the Inter- 
Corporation and its sub- 

all the assets and common stock 

Stacey Manufacturing | Company 

now own the Company in its en- 


eT 


‘The personnel, which is again in com- 
plete control of the management, is pre- 
pared to render the same efficient service 
more than 80 years has charac- 
terived the Co Company’s position in the gas 
industry. 

At a recent meeting of the present 
Stockholders, Alvin A. Ranshaw was 
President and General Manager, 
Wm. W. Birch, Vice President, Edw. J. 
and Treasurer, Geo. 
H. Cressler, Vice President in Charge of 
Sales and Frank O. Pandorf, Vice Presi- 
dent in Charge of Engineering. These 
the 


rt 


' Officers also constitute Board of 
Directors. 
Pe en 
American Meter Company An- 
nounces New Bulletins 


American Meter Company, Lincoln 
New York, has announced release 
@ new catalog and instruction bulletin 
Metric Indicating Flowmeter. 
bulletin is attractively printed and 
} illustrated with diagrams for vari- 
‘types of installations. It is published 
the new 8% x 11” size for adaptation 
| the company’s loose-leaf binder which 
been recently introduced. The number 


at 


: 


geee 


a 


. date the following additional new 
bulletins have been printed in this size: 


AG-11 Meter Proving and Testing Ap- 


paratus ; Cubic Foot Standards. 
AG-13 Wet and Dry Test Meters; 
Demonstration Meters. 


AG-14 Demand Meters—Recording, In- 


AG-6 Service Cleaners. 
E-15 Metric Wide Range 
et Valves and Fittings. 
E-21 Recording 


Gravitometer. 


Orifice ; 


The following bulletins will be released 
in January in the new size: 

EG-40 Ironcase Meters. 

E-5 Rate-Volume & Liquid Level Con- 
trollers. 

E-12 Base Pressure & Base Volume 
Indexes. 

In the process of revision and stand- 
ardization, this company will have all its 
literature in the new 8% x 11” size with 
the exception of Handbook E-4 on Dis- 
placement Measurement and Handbook 
E-2 on Orifice Measurement. The latter 
publications are purely educational being 
adapted mainly for reference work and 
study in engineering offices and libraries. 


oitade 
New Chaplin-Fulton Catalog 


A somewhat enlarged but still very 
compact and manageable 1935 catalog of 
the Chaplin-Fulton Manufacturing Com- 
pany, Pittsburgh, Pa., just issued, is dedi- 
cated to those responsible “for the safe 
and economical distribution and regula- 
tion of natural and manufactured gas in 
private dwellings, mills, factories, and 
street mains, and for the controlling of 
the steam pressure and gas fuel supply 
to steam boilers.” The catalog is well 
printed, illustrated, and provided with 
charts and tables. The types of regula- 
tors described and shown cover all the 
more common forms of service for both 
natural and manufactured gas, and the 
availability of special regulators for many 
special purposes in the use of steam, 
water, oil and air is made plain. The in- 
creased size of its present catalog, as 
compared with earlier ones, is explained 
as due to the addition of certain toggled 
high-pressure regulators, relief valves, 
motor valves, and differential pressure 
regulators for mixing gases or gas and 
air, which were not included in former 
editions. Existing types are always sub- 
ject to modification; and new types are 
added from time to time as new demands 
2rise. 


Fatah enter 

The Western Gas Construction 

Company Consolidated with the 

Koppers Construction 
Company 

The business of The Western Gas 


Construction Company, of Fort. Wayne, 
Indiana, has been consolidated with that 
of its parent company, The Koppers Con- 
struction Company, of Pittsburgh, Penn- 
sylvania, and the activities formerly car- 
ried on in the name of The Western Gas 
Construction Company will hereafter be 
carried on under the name of The West- 
ern Gas Construction division of The 
Koppers Construction Company. 

The consolidation; effective as of Janu- 
ary 1, 1935. does not involve any change 
in physical operations or activities which 
will continue to be centered in Fort 
Wayne, Indiana. 
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Minnea ell N 
H. W. Sweatt President 


H. W. Sweatt, for the last eight years 
vice-president and general manager of 
Minneapolis-Honeywell Regulator Co., 
Minneapolis, Minn., has been made presi- 
dent of the company, according to an 
announcement made public by the board 
of directors. He succeeds M. C. Honey- 
well, who has served as president since 
the merger of the Minneapolis Heat 
Regulator Co. and the Honeywell Heat- 
ing Specialties Co. in 1927. Mr. Honey- 
well becomes Chairman of the Executive 
Committee. 

Mr. Sweatt has been identified with 
Minneapolis-Honeywell for more than 
20 years, acting in various positions 
throughout the plant and as general 
manager, in which capacity he will con- 
tinue. 

In addition to Mr. Sweatt and Mr. 
Honeywell, other officers of the Minne- 
apolis-Honeywell Regulator Co. are: W. 
R. Sweatt, Chairman of the Board; C. 
B. Sweatt, vice-president in charge of 
sales; W. L. Huff, vice-president and 
treasurer, and C. C, Buckland, secretary. 


U. S. Rigs ane Speier Co. Moke 


The United States Pipe and Foundry 
Co., Burlington, N. J., has appointed 
Ralph M. Shaw, Jr., publicity manager 
for the company, with headquarters at 
Burlington, N. J., succeeding S. E. Lin- 
derman. 

Mr. Linderman has been appointed 
Washington Representative, in charge of 
the company’s Washington Office, and 
will devote his entire time to that posi- 
tion. 


New Service Chart for Nordstrom 
Valves 


The Merco Nordstrom Valve Com- 


pany, a subsidiary of Pittsburgh Equit- 
able Meter Cee: has recently issued 


a Service Chart ing under the 
headings, “Operation,” “Adjustment,” 
“Lubrication” and “Repair,” the proper 


care for Nordstrom Lubricated Plug 
Valves. 

The Service Chart is printed on heavy 
stock, suitable for tacking on the wall in 
operating headquarters or near Nord- 
strom Valve installations. 

Copies of this chart may be obtained by 
addressing the main offices of the Merco 
Nordstrom Valve Company at Pittsburgh, 
Pa, or any of their branch offices 
throughout the country. 


a 
Merco-Nordstrom Issues New 
32 Page Bulletin 

Merco-Nordstrom Valve Company, sub- 
sidiary of the Pittsburgh Equitable Meter 
Company, Pittsburgh, Pa., has recently is- 
sued a 32 page bulletin describing “Merco” 
lubricants for Nordstrom Lubricated Plug 
Valves. This bulletin gives detailed in- 
formation on the correct type of “Merco” 
lubricants to be used in over three hun- 
dred different services. Copies may be 
secured the Merco-Nordstrom 
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Byllesby Engineering 


and Management Corporation 


Wholly-owned subsidiary c! 


Standard Gas and Electric Company 


231 Seuth La Salle Street, Chicage 


New York Pittsburgh San Francisee 

















Yes, Lavino Granular Oxide is 

revolutionary in Gas Purifying 

Materials — nothing previously 

like it—and nothing which will 

give anywhere near as much 

rie Box purification for the 
ar expended. 


EVERY GRANULE IS ENTIRELY 
AVAILABLE FOR H.S REMOVAL. 
IT REQUIRES NO SHAVINGS OR 
OTHER CARRYING MEDIUMS 
(therefore mixing costs and troubles 
are eliminated)—plus other distinct 
advantages. 


Write for literature or ask one of 
our Purification Specialists to call— 
without obligation. 


E. j. Lavino and Company 
Bullitt Bidg., Phila., Pa. 























THE GOODMAN STOPPER 


The Reliable Shut-Off for 
Street Mains 


Equipped with Improved 
Patented Locking Sleeve, 
which locks both handles 
to the pipe. Stopper can- 
not slip. Gas cannot pass. 





Safety Gas Main Stopper Co. 
523 Atlantic Avenue, Breeklyn, New York 
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Engineers and 
Contractors for 
| Complete 

| Gas Works 





ISBELL-PORTER COMPANY 
| 


| NEWARK, NEW JERSEY 


Manufacturers 
of All Kinds 
of Gas 


Apparatus 














The Washington Plan 


(Continued from page 13) 
sumers’ share’ and for the 
of this section ‘the 
profits’ shall mean a 
sum of which the consumers’ 

ire is three-quarters: 

* (2) If and so far as the bal- 
ance standing to the credit of 
the net revenue ag a 
provi for dividend on the 
ond stock and dividends 


ordinary stock in the opinion of 
the directors permits a sum not 

one quarter of the 
profits shall be applied 
in two equal parts for the benefit 
of the ho Iders of ordinary stock 
and for the benefit of the em- 
ployee copartners of the Com- 


pany in manner hereinafter 


7 3) Any sum so to be applied 


benefit of the holders of 


ordinary stock may be applied in 
the increase of the dividends 





sit 


~ (4) The sum so to be applied 
for the benefit of the employee 
; of the Company shall 
Sterne to the copartnership 
moneys so carried to 


the copartnership fund shall be 
‘allocated by way of a uniform 


Biesanf wae of bonus on the sal- 
aries of the , 


ohne Gieactors of the 
. elected under the nose 


litan 
7 to- 

who are for 
the chairman and 
$ secretary sf Company : 

(5) Any balance of the profits 
of the ee not applied as 
aforesaid shall be carried to the 
_eredit of the net revenue want 
‘of the Company for the next fol- 
lowing ovine PF saat or half-year. Pro- 


the sum standing to 
‘the esgae of such net revenue 
pear shall not at oe went ex- 
amount required to pa 
~ one year’s dividend on the sd 
erence stock and one year’s divi- 
‘dends at the authorized rates on 
the ordinary stock of the Com- 


pany. 
Since 1920 many other companies 


have. eS wrglbes similar revisions in 
sliding scale lations. 
gto have been few applications 


of the*sliding 


scale principle to gas 


companies in this country. The Bos- 
ton Consolidated Gas Company is 
without question the outstanding in- 


stance. Ann Arbor, Michigan, also 
adopted a sliding scale form of rate 
regulation in 1918. 

In 1905, shortly after the amalga- 
mation of various companies to form 
the Boston Consolidated Gas Com- 
pany, the State Legislature author- 
ized the Governor to appoint a Com- 
mittee consisting of the Board of 
Gas & Electric Light Commissions 
and two other persons to investigate 
the advisability of applying the slid- 
ing scale principle to the above men- 
tioned company. The members of 
the Committee failed to agree. The 
Gas & Electric Light Commissioners, 
forming a majority, presented a re- 
port adverse to the plan. The other 
two members, in a minority report, 
advocated its adoption. The Legis- 
lature accepted the views of the 
minority, and the Boston Sliding 
Scale Act was passed in 1906. 

The Act was patterned after the 
old-type English acts, and provided 
for a standard price, a standard rate 
of dividend, a ratio of price and div- 
idend changes, restrictions on the 
method of financing, provisions for 
change in the standard price after 
ten years to adjust for conditions be- 
yond the control of the company, 
etc. As in the English acts of that 
period, the standard price was the 
maximum price charged. With a 
block rate, it would have been the 
first block. The establishment of 
promotional rates was thus almost 
out of the question. All in all, how- 
ever, the plan seems to have been 
quite successful in Boston up to the 
time of the war, when its lack of 
adaptability to rapidly changing 
prices became apparent. Various 
changes in the standard price were 
made under the provisions mentioned 
above. Finally, in 1926, the sliding 
scale was abandoned by common con- 
sent, because of its obvious defects 
and its unwarranted restrictions on 
rate forms, and because the interpre- 
tation of many parts of the Act was 
in doubt. The company evidently 


considered it better to abandon the 


whole plan rather than attempt to 
modernize it. 

The “Washington Plan” attempts 
to accomplish the same things as the 
Boston Sliding Scale was intended 
to, but seeks to avoid most of the 
defects of the latter. 

The success of the “Washington 
Plan” in bringing about rate reduc- 
tions without injury to the company 
gives it strong appeal. Its record 
thus far has been almost phenomenal. 
But local conditions, at least partly 
beyond the control of the company, 
have undoubtedly been an important 
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factor. It is not a new development, 
but a modernization of a plan that 
has been tried and used by gas com- 
panies in Great Britain for eighty 
years. 


ES ee “Se 


Operating Division of N.E.G.A. 
Holds Annual Meeting 


(Continued from page 42) 


Although the overburden was 14 
feet above the duct top no difficulties 
were encountered in preventing de- 
pression of the fill after the front 
end of the duct was leveled to the 
slope of repose of the fill material. 
It was thought the leveling might 
cause the duct to deflect during jack- 
ing but the total deflection from 
planned alignment was unnoticeable. 

The operation was carried on 24 
hours a day during jacking, as stop- 
ping would have added to the fric- 
tion and limited the jacking distance. 

Mr. E. H. Eacker, Engineer, Bos- 
ton Consolidated Gas Company, pre- 
sented “Development in Transporta- 
tion Equipment.” Particular interest 
was manifested in a description of a 

wer take off for compressors de- 
veloped by the Boston Company cost- 
ing less than half of the usual 
amount. When turning in a truck 
the take off could be easily removed 
and the small space cut out of the 
standard platform easily filled in. 
Pa. = of Meter ae 3 

r Company” was present 
H. Thacher, Distribution Supt. of 
the New Haven Gas Light Co, The 
records were valuable in indicati 


types and of meters which coul 
not hold proof after repairs thus in- 
dicating which economy would 
justify condemning. The records 
also indicated the effect of a chan, 
in the used in the repair 
shops. primary function of the 
records was to set up repair and 
oihandd ; 

A brief of Mr. Thach- 
er’s Paper” be Mr. A. McW. Wolfe, 
Assistant , Tufts Meter 
Works, follo the presentation. 


Mr. Wolfe emphasized the need for 
consistent records and the value of 
accurate metering particularly with 
the increase in use of low consump- 
tion equipment and accessories. 

The newly elected officers are: 

Chairman, Mr. A. C. Frey of 
Worcester; Vice Chairman, Mr. J, 
A. Weiser of 


and Mente nn Pe Mn DS 7! 


Campbell of - Pattee Mr. R. 
ee ee ae 
So . G. A 

cy. a 
R H. Patterson 
Lawrence. 
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This Johnson Bench 


Furnace isa fast worker! 





The No. 101 Bench Furnace provides quick, 
intense heat for heating soldering coppers up 
to 12 lbs. per pair. The full benefit of the gas 
flame is utilized by correct design and con- 
struction of the fire-box. Two powerful John- 
son Bunsen Burners. furnish abundant heat 
without forced air blast. The cost is low. Write 
for details, 


Jeenreras we eso, 


Western Representative: 
C. B. Babeock Co. 
135 Bluxome Street 
Sam Francisco, Calif. 








Eastern Representative: 
J. H. MePherson 
250 Stuart Street 
Boston, Mass. 

















All sizes Meters 
up to ——— 

3,400 cu. ft. Provers 

‘ Pumps 
capacity Calorimeters 
Wet Meters 

Gauges 

Apparatus 
FOR 


ALLMAKES - ALLSIZESOF METERS 


LARGEST GAS COMPANIES NOW 
USING OUR PARTS 


SEND FOR OUR CIRCULAR ON 
METER REPAIR PARTS 


SAMPLES AND PRICES 
GLADLY SENT 


LAMBERT METER CO. 


BUSH TERM. BLDG. 4, BROOKLYN, N. Y. 
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Gas Purifying Materials Colnc 


Foot of flalsey St Branch Yard 
Long|sland CityNY. Providence ZI. 




















HEATING | 
BUNKER “C” OIL 


for carburetting gas requires high 
pressure and high temperature. 


ANDALE 


BOWED TUBE 
HEATERS 


remain tight and are easily cleaned. 
These are the requirements for con- 
tinuous satisfactory operation. 





ANDALE COMPANY 
1600 ARCH STREET 


PHILADELPHIA 
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A maaele 
IDEAS 
When you want them 
; Keep your coréordl file of the 
American I 
for reference. 
Every issue has some helpful information on all 
phases of the gas industry. 











ING MATERIAL ~ BAGGED, 

ex's of GOVERNOF S, APPARATUS and EQUIPMENT 
Connelly Iron Sponge NJ yy MOS 
and Governor Co,4aiayi PUI |r 


1876 [USE THE BENEFIT of 












58 YEARS pe ta 1934 


IMPROVED EQUIPMENT~ RUSSELL ENGINEERING 
CORPORATION 


24 STATE STREET 


NEW YORK 























NEW IMPROVED COMPUTER 


for 


LOW PRESSURE 





Ready for Delivery February 20th 


The JOURNAL Gas Flow Computer for Low Pressure has all the features of the | 


1. An Increased Range of Capacities 
2. Actual Inside Diameters of Steel and Wrought Iron Pipe 
3. Range of Specific Gravities Extended to Apply to Butane Gas 


| 
| 
| 
| 
} 
Cox Computer with the following additional improvements. 
| 

4. Length of Pipe is Shown in Feet Instead of Yards 


The JOURNAL High Pressure Computer will be ready || 
in March 
| 


Price $2.50 each 


American Gas Journal, 53 Park Place, New York | 


apie 
AMERICAN GAS JOURNAL | 


53 PARK PLACE, NEW YORK 


Enclosed find $2.50 for one JOURNAL Low Pressure Gas Flow Computer to be sent to 


ere ce ee ee ee a ee ee ae ee ee eee eee eee eee eee ee 





Balanced Heat... and 
Balanced Heat Distribution 


he skirider—and justas . . . The Minneapolis-Honeywell Heat Accel- 
The new Minneapolis- erated Thermostat enables users of gas heat to 
elerated Thermostat derive the greatest satisfaction and economy 
ly with heat losses and _— from their equipment. Minneapolis-Honeywell 
Regulator Company, 408 East Twenty-eighth 








VARIABLE COMPENSATOR I intermittent firing. It distrib- 
Governs operating when , : : : . : 
alancing the supply in Street, Minneapolis, Minnesota. Branch 


is being distributed. 
proper Malone and 


waste by accelerating at near the thermostat _—and distributing offices in all principal cities. 





